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New Dollar Competition 


By F. J. Ross 


Before the National Boot and Shoe Manufacturers Ass’n Convention 


OLLARS are hard. They 
D don’t stretch. They are al- 

ways limited in number in 
the eyes of the family that has them. 
Therefore the family must pick and 
choose what it will have and what it 
will go without. Manufacturers are 
prone to think too continuously 
about their brands, while the con- 
sumers are actually thinking about 
commodities before they think of 
brands. 

Mr. and Mrs. Brown are private 
consumers; they have a_ family 
budget; let us say it comes to $5,000 
annually. How will they spend that 
$5,000? They go through two proc- 
esses of thought before the money 
is spent. First, they think of the 
commodity itself. For example, 
“Shall we have a radio?” If they 
decide “Yes,” their second thought 
is, “Whose radio?” First, “Shall we 
paint our house?” If “Yes,” “Whose 
paint?” First, “Shall we have brass 
piping or copper screens?” If 
“Yes,” “Whose piping or screens?” 
First, “Shall we send our daughter 
to college?” If “Yes,” “What col- 
lege/” First, “Are we properly 
shoeing our feet?” “Have we 
enough shoes?” “Are our shoes suf- 
ficiently in style?” “Are we buying 
shoes often enough to avoid shabbi- 
ness?” “Are we changing our shoes 
frequently enough to promote health 
and comfort?” If “Yes” to any one 
or all of these questions, “Whose 
shoes ?” 

“The New Competition” is con- 
cerned particularly with that first 
process of thought. The need for 


pe * you going to put 


your idea into that 


brain? It can only 
hold about so many. 


an industry to be represented in the 
consumer’s mind at that stage of 
the consumer’s thinking is one of 
the great reasons that brought “The 
New Competition” here. Coming 
back to the consumer’s dollar, it is 
figuratively the real battleground of 
competition. 

A certain share of that dollar you 
believe belongs to you. Are you 
taking adequate steps to see that it 
comes to you? 

There is another limitation which 
sometimes seems just as important 
as the limitation of the dollar itself 
—the limitation of the consumer’s 
mind. It tells a real story. There 
are far more single track minds in 
the world than there are broad ones. 


There are far more minds enslaved 
by a few ideas or desires than there 
are minds which broadly compre- 
hend and balance the many impor- 
tant factors of life. Minds are lim- 
ited. One of the things that sales- 
manship is for is to put ideas into 
minds— ideas that lead to purchase 
and sale. 

As you see by this chart, many be- 
sides yourselves are attempting to 
put ideas into the consumer’s mind. 
The consumer can’t hold them all. 
But those who have the best ideas 
and those who best present their 
ideas to the consumer win over those 
who have the poorer ideas or who 
present their ideas poorly or not at 
all. The consumer is out there. His 
mind is your market, his dollar is 
your battleground. You have two 
jobs of selling to do. The first is to 
sell him your commodity, and that 
you can best do in cooperation. The 
second is to sell him your brand, 
and that, of course, you must do in- 
dividually. 

Any staple industry, of which the 
shoe industry is certainly an exam- 
ple, which is not doing both jobs is 
in a very exposed position and is 
very much under-insured. 

We have learned that to grasp it 
in its various important aspects we 
must think broadly. We must think 
unselfishly about it in order to get 
back our selfish good from it. If 
we start with selfish thinking, we 
cannot do much about “The New 
Competition.”” We remain in the old 
ruts, just where we may happen 
to be. 
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chandise as well. 








F profit is an essential to the perpetuation of any business, 
no merchant should deny his entitlement to profit and 
such profit as is commensurate with not only the risk of his 
investment—bringing about a sound establishment of his busi- 
ness—but the risk involved in the advance provision of mer- 
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JOHN C. McKEON 


Manufacturers Discuss Problems 


at “Intimate” Convention 
Henry W. Cook, New Head of Shoe Producers Organization 


use in describing the twenty- 

third annual convention of the 
National Boot and Shoe Manufac- 
turers’ Association at the Hotel As- 
tor, New York, Jan. 18 and 19. The 
ballroom where the convention ses- 
sions were held, instead of present- 
ing the usual picture of row upon 
row of stiff-backed chairs like the 
classroom in the average high school, 
was more comfortably arranged, with 
chairs and settees scattered about in 
little groups, and in the center of 
each a table with water carafe, 
glasses, cigarettes and cigars. Quite 
clubby, informal and intimate. The 
atmosphere developed a sense of ease 
that made the reception of new ideas 
more facile, and tended toward the 
development of better thinking 
among the Congress of shoe manu- 
facturers assembled. 

The set addresses were meaty, real 
thoughts in each and covered the 
important problems of the trade. 
The big piece of business that the 
convention had to consider was the 
men’s shoe advertising campaign, 
and the entire afternoon of the sec- 
ond day’s session was devoted to this 
important topic. 

The necessity for some kind of co- 
operative effort to stimulate the sale 
of men’s shoes was introduced by 
F. J. Ross, president of the F.. J. 
Ross -Co., Inc., in an address under 
the general title of “The New Com- 
petition,” a portion of which is 
printed elsewhere in this issue. He 
was followed by Hovey E. Slayton, 


‘| NTIMATE” is the best word to 


president of the F. M. Hoyt Co., and 
chairman of a special committee of 
shoe manufacturers which has been 
working on a cooperative campaign 
for several months. Mr. Slayton ex- 
plained the work of the committee 
and reviewed the attempt to get sub- 
scriptions for the campaign. The 
subscriptions so far, he said, have 
amounted to about one-quarter of 
the projected amount. He urged the 
manufacturers to study the commit- 
tee report which has been printed 
and distributed, and not to abandon 
the idea of a cooperative campaign. 

Eugene M. Weeks of Boston, an 
associate of the committee, followed 
Mr. Slayton and pointed out that the 
general plan of the committee con- 
templated the expenditure of half 
the $500,000 on a plan for retail 
dealer education and help. 

The retailers’ slant on the propo- 
sition and a promise of cooperation 
was given by Jesse Adler, head of the 
Adler Shoe Co., conducting a chain 
of men’s shoe shops in New York. 
Frank S. Farnum, president of the 
Churchill & Alden Co., added his plea 
to the association to get behind the 
cooperative campaign plan. 

The discussion was followed by a 
resolution from the floor, unanimous- 
ly adopted, committing the associa- 
tion to an endorsement of the plan 
brought in by the special committee, 
consisting of Mr. Slayton, Elmer J. 
Bliss and Mr. Jones, and urging the 
manufacturers of men’s shoes to par- 
ticipate in it by subscribing their 
contributions as quickly as possible. 


A resolution also was adopted 
commending the work of Secretary 
of Commerce Hoover, A. J. Butman, 
chief of the shoe and leather division 
of the Department, and William 
Stewart, chief of the Census Bureau, 
for their aid to the shoe industry. 

Memorial resolutions also were 
passed to commemorate the passing 
during the past year of Messrs. 
Coon, Andresky, Utz, Crossett, 
Ridgeway, Strong, Fargo, McLaugh- 
lin and Fisher. 


T the opening session of the con- 
vention, inspirational addresses 
were given by Charles Aubrey Eaton, 
president of the American Educa- 
tional Association, and Congressman 
from New Jersey, Prof. Harvey 
Francis Green of Pennington, N. J. 
Senator James A. Reed of Mis- 
souri, the principal speaker at the 
banquet which brought the conven- 
tion to a close, aroused his hearers 
by a scathing denunciation of the 
encroachment of laws upon personal 
liberty and advocated the return to 
governmental simplicity and _ the 
adoption of “a real American policy” 
in contrast to an _ international 
policy. Judge Marvin H. Brown of 
Fort Worth, Tex., and Dr. Samuel 
W. Grafflin of New York gave hu- 
morous and inspirational addresses. 
John C. McKeon, retiring presi- 
dent of the association, presided at 
all the sessions and was toastmaster 
at the banquet. 
Important points made by various 
speakers follow: 
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brains. 





O lift him out of the hole the farmer needs the free ser- 
vice of the merchandising brain that makes it possible for 
the boot and shoe men, for instance, to get rid of their stock. 
That is what we need in agriculture in this country today— 
the use of some brains that can think in terms of the whole 
problem, and they are not farmer brains but merchandising 


HON. CHARLES AUBREY EATON 








Congressman for New Jersey 
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Necessity for a Profit 


By John C. McKeon 


President, National Boot and Shoe Manufacturers Association 


ROFIT is largely influenced 
P by volume, especially where 

it involves a static or non- 
flexible overhead expense. (There- 
fore, should enter into the program, 
pertaining to the exploiting of wo- 
men’s shoes for the coming year, the 
absolute necessity for profit.) Stim- 
ulating only the consumption of 
women’s shoes does not necessarily 
insure a profit, and here does the 
question of adopting a policy most 
definitely present itself. 

These remarks are occasioned by 
a development which has reached the 
ultra of accentuation during the past 
year and without control leading to 
a riot of variety that is most un- 
healthy. 

A few years ago, the evil of 
changing styles of lasts disturbed 


profit. Later, although a lesser evil, 
the variety of patterns, and now 
comes a further accentuation of va- 
rieties of materials, many of them 
of foreign origin and many styles 
requiring the use—after solving the 
further problem of delivery and 
quality—of three and four colors 
and characters of materials in the 
one shoe. While I will admit that 
there never was a time when indi- 
vidualism has such free reign for 
aggrandizement like the present, I 
insist that this matter of extreme 
variety of materials must be con- 
trolled. 

Losses are being felt through in- 
ventorying at sane values, and 
where a short while ago we de- 


plored rapid and unhealthy changes 


in styles of lasts and styles of pat- 





Fashion Development 
By Herman Meyer 


President Croxton, Wood & Co. 


N all lines of women’s wear, the 

manufacturers are making every 
effort to make their product more 
beautiful and to lay stress upon the 
appeal of useful and necessary 
things beautifully made. And as 
long as women demand handsome 
things, and we know they always 
will, I am sure this demand will be 
met by continuously putting before 
them new and more charming fash- 
ions in shoes. After all, this is not 
an uneconomic condition, for what- 
ever will make for the increased 
demand for shoes, regardless of the 
processes by which they are made, 


will stimulate the entire industry. 

The spring and summer season of 
1927 promises to be rich in color 
and one in which fashion in women’s 
shoes will probably reach its highest 
point of development. And the re- 
tailers expecting to get the latest 
and the best in women’s fashion 
shoes will not be disappointed, for 
the American shoe manufacturers, 
who have produced in quantities the 
most beautiful shoes, will again 
demonstrate their ability to make 
women’s shoes which, for style and 
quality, cannot be surpassed any- 
where. 


terns, the changing activity of the 
present era is far more extreme. 
The solving of this difficulty—if 
such it may be termed—is purely 
an individual matter, and my reason 
for stressing the existence thereof 
is because many of us are drifting 
with the tide and ultimately lining 
up for disaster, whereas a little 
concentration, a little thought, a 
little cooperation on the part of the 
retailers, can bring about a simpli- 
fication of this matter that can in 
no way detract from the activity 
now evident in women’s shoes and 
accomplish for both the manufac- 
turer and the retailer that element 
of satisfactory turnover which is 
the meat of progress and perpetua- 
tion. 


Profits 


By Waddill Catchings 
Goldman, Sachs & Co. 


HE really important thing to you 

as shoe manufacturers is to have 
buyers for shoes—not dealers, not 
retailers, not jobbers, but to have 
consumer buyers for shoes. What- 
ever sales are made to dealers or to 
retailers, you know that those sales 
are going to stay on the shelves 
until some consumer comes to buy 
those shoes for us. So that it really 
is important to have consumer buy- 
ing of shoes. If we have plenty of 
buyers for shoes in consumption, 
then we have good business, we are 
prosperous. We are so organized 





24 


in the shoe business that we can 
take care of the business if we can 
get it. 

There is a greater capacity for 
production today than we have had 
any hope in recent years of attain- 
ing because of the fact that we can- 
not sell a sufficient number of shoes 
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to consumers to justify the use of 
that production. 

We cannot have buyers of shoes 
unless the people who want to buy 
shoes have money to spend. It is a 
matter of indifference to us who 
wants to buy shoes if he hasn’t the 
money to spend for shoes. 








Coordination 


By John Slater 
J. & J. Slater 


We are dealing in an article of 
universal use. Our industry in 
every branch is highly competitive. 
Our product means much to the 
health and comfort of the com- 
munity. Not for one moment should 
we stifle competition, and in my con- 
tact with the various branches of 
the industry I regret to learn the 
extent of criticism derogatory to all 
divisions that exists. Leather men 
do not play fair with their clients. 
Manufacturers do not play fair with 
their clients, and the retailer has 
many stains on his soul. Yet we all 
go on thinking that we are bright 
business men, particularly when we 
have the opportunity of besting our 
neighbor to the destruction of the 
whole. 

Traveling men inform me that, 
although they work much harder 
than heretofore, they are often 
treated with less consideration. 
Common courtesy demands that we 
treat these men with respect. To 
my mind, the traveling salesmen 
should be the legal adviser to his 
clients, steering them in their pur- 
chases and not pressing them to buy 
footwear that cannot be disposed of 
in that store or locality. This 
causes reduction sales. Every shoe 
sale hurts someone. We realize 
their necessity, ‘but more sales are 
occasioned by bad advice rather than 
by poor judgment. We retailers 
want and need the advice of the 
manufacturers. Some of us do not 
have the opportunity of mingling 


—_— Ne 
| L= us hold one convention for 
the whole industry at one time 
and one place. This will give the 
various groups an opportunity to 
interchange ideas. Then instead of 
ramifications, we will bring about 
a unification. We will then have co- 
ordination to the highest degree. 
JOHN SLATER 
of Fifth Avenue, N. Y. 








‘spotlight. 
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with the business world and learn- 
ing possibly as much as we should. 
We retailers would welcome the 
manufacturers to study our prob- 
lems, instead of -talking to the out- 
side world that the retailer makes 
the money and that the manufac- 
turer does not. The manufacturer 
should study the necessity of adding 
sufficiently to the cost price so as to 
cover the great overhead charges 
that the retailer is burdened with. 
Every shoe entering a retail estab- 
lishment should have added, at once, 
to its cost the overhead charge, so 
that in speaking of profit the proper 


— ee 

T= dollar will buy more goods 

in 1927, which will have that 
much more stimulating effect on 
business as a whole. 

Even if there is no increase in con- 
sumer demand during the next year, 
there is apt to be a greater pressure 
put on business and operation, be- 
cause merchants will have to buy 
more than they have heretofore. 

W ADDILL CATCHINGS 
Member of firm, Golden Sachs & Co. 
cm “= 
figures might be reached. This 
would end the criticism of manufac- 
turers when making their compari- 
sons of the profit made in the fac- 
tory and the money made in the 
retail shop. 











Regulating Sales 
By H. G. Johansen 
Vice-Pres, Johansen Bros. Shoe Co. 


To stimulate public interest in 
shoes, there must be outstanding 
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changes. For instance, black to 
light colors, which are now in the 
But such changes entail 
risks. No one wants to anticipate 
to any extent in materials, and in- 
variably a delay of fifteen days or 
even a month is often experienced 
in getting your plant up to peak pro- 
duction following conventions, even 
though you have sufficient orders, 
There is that desire to hold off, and 
later regret it. We don’t start early 
enough and shoes are delivered un- 
avoidably late, which means that the 
retail selling periods are too short. 
Let’s better regulate our sales. 

We usually have more than we 
can handle or not enough. The ex- 
treme manufacturing peaks are dan- 
gerous; you add on uncertain labor, 
you are compelled to accept inferior 
work due to the excessive demand 
for labor’s service. 

Let’s work to a more even distri- 
bution of our wares by stimulating 
constant interest in new styles, new 
thoughts, and better the conditions 
of our clientele by showing them the 
advantages of concentrating and 
buying frequently, thereby avoiding 
over-buying at peak periods. There 
are too many styles put on the 
dealer’s shelf at one time, which 
makes it a physical impossibility to 
sell them before they not only be- 
come old to the buyer, to the clerks, 
but to the ever-wise public as well. 
New shoes arriving and displayed 
almost the year around will be a 
magnet to that store, just as the 
movies attract the masses by their 
appealing offerings. 


_ Upward Price Trend 


By H. N. Lope 
Vice-Pres. Julian & Kokenge Co. 
We are in an age of upward trend 


on price. There never was such al 
upward trend of price, even during 
the war, as there is today. I don't 
think conditions were any better 
then. There never was a _ time 
when, if you felt like it and went 
after it, it was easier’ to sell your 
product and get more for it than 
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Who’s Who—The New Official Family 


of the Shoe Manufacturers Ass’n 
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Schwab & Co., Chicago, 
Il.; John A. Bush, 








HE following offi- 
cers, Directors 
and Chairmen of 


Brown Shoe Co., St. 





Committees were elected 
at the Twenty-third An- 
nual Convention of the 
National Boot and Shoe 
Manufacturers’ Associa- 
tion: 

President.—Henry W. 
Cook, A. E. Nettleton 
Co., Syracuse, N. Y. 

Vice-presidents. — J. 
T. Pedigo, Pedigo-Weber 
Shoe Co., St. Louis, Mo.; 
E. Jared Bliss, Regal 
Shoe Co., Boston, Mass. ; 
Raymond P. Morse, 
Cantilever Corporation, 
Brooklyn, N. Y.; Harold 
C. Keith, George E. 
Keith Co., Brockton, 
Mass.; Fred L. Emer- 
son, Dunn & McCarthy, 
Inc., Auburn, N. Y. 

Treasurer. — Herbert 
P. Gleason, Johnston & 
Murphy, Newark, N. J. 

Secretary.—J. Dudley 
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Louis, Mo. 

Directors for two 
years.—Paul O. Mac- 
Bride, Milford Shoe Co., 
Milford, Mass. 

Conference Commit- 
tee.—Chairman, John C. 
McKeon, Laird, Scho- 
ber & Co., Philadelphia, 
Pa. ; 

Trade Relations Com- 
mittee.—Chairman, J. T. 
Pedigo, Pedigo-Weber 
Shoe Co., St. Louis, Mo. 

Legislation Commit- 
tee.—Chairman, Fred L. 
Emerson, Dunn & Mc- 
Carthy, Inc., Auburn, 
N. Y. 

Membership Commit- 
tee——Chairman, Ever- 
ett M. Bradley, Bradley 
Shoe Co., Haverhill, 
Mass. 

Resolutions Commit- 














Smith, New York, N. Y. 


tee—Chairman, George 














W. Baker, George W. 





Directors for three 
years.—Mark W. Selby, 
Selby Shoe Co., Ports- 
mouth, Ohio; Irving S. 
Florsheim, The Flor- 
sheim Shoe Co., Chicago, 
Ill.; J. T. Pedigo, Ped- 
igo-Weber Shoe Co., St. 
Louis, Mo.; Harry G. 
Johansen, Johansen 
Bros. Shoe Co., St. 
Louis, Mo.; Herbert P. 





Let’s go! 


children. 


Henry Cook, the new president of the National 
Boot and Shoe Manufacturers Association, is 
president of A. E. Nettleton Co., Syracuse, N. Y. 


Lit 


Full speed ahead to a bigger and 
brighter men’s shoe business in 1927 and the 
years to come. Meet the new skipper, Henry 
W. Cook on the bridge of the good ship Shoes, 
with its cargo of footwear for men, women and 


Baker Shoe Co., Brook- 
lyn, N. Y. 

Federal Relations 
Committee.—Chairman, 
Milton S. Florsheim, 
Florsheim Shoe Co., 
Chicago, IIl. 

Contracts with Allied 
Trades Committee.— 
Chairman, Hovey E. 
Slayton, F. M. Hoyt 
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Gleason, Johnston & 

Murphy, Newark, N. J.; James Ed- 
wards, J. Edwards & Co., Inc., Phila- 
delphia, Pa.; A. G. Griffin, Griffin- 
White Shoe Co., Brooklyn, N. Y.; 


Edward M. Rickard, The Rickard 
Shoe Co., Haverhill, Mass.; Hovey E. 
Slayton, F. M. Hoyt Shoe Co., Man- 
chester, N. H.; A. K. Selz, Selz, 


Shoe Co., Manchester, 
New Hampshire. 
Councillor and Delegate to U. S. 
Chamber of Commerce.—Frank S. 
Farnum and Raymond P. Morse. 








you can at the present time. I know 
it is so in the retail business. I 
hear it from every good retailer; 
that he is selling better grades of 
merchandise. If he is, he is en- 
thusiastic. He is making more 
money. That is what I would call 
stimulating the buying of women’s 
footwear. 

We have all seen the trend the 


other way, and many manufacturers 
went with the trend. What did they 
get? They got nothing, because 
once you establish a low price on 
your merchandise, Mr. Retailer 
gives you the merry ha-ha when you 
come in for a higher one. You tear 
down in a few seasons all that it 
took years to build up, by cutting a 
price, getting away from a princi- 


ple, getting away from a policy. 
Policy, gentlemen, is the biggest fac- 
tor today in success, and it is with 
the retailer. 

If all the retailers of the United 
States would at one moment add one 
dollar per pair to their shoes, no 
one would know anything about it 
the next morning, and what a mira- 
cle of moral would be accomplished! 
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Cut-Price Glory 


S ewy public waited and waited and as expected 

the clearance sales came. The deluge swept all 
black shoes before it. If as many black shoes sell 
at clearance price as national advertising indicates 
then the stores of this country will be barren of 
black in springtime. 

Some stores try to put over the idea that the 
shoes are advance-style-numbers, but the knowing 
public realizes that at the price in those stores 
the advertising is mainly for the purpose of clean- 
ing out undesirable footwear. 

In men’s shoes, if this clearance game continues, 
it will be necessary to put out the cut-price sign 
eleven months in the year. Men are the bargain 
hunters today. They seem to wait for the sales 
and will buy only then. 

If there is such a thing as cut-price glory we 
hand the medal to the stores which cut and slash 
galosh and overgaiter prices just when the wintry 
storms are raging fiercely. Maybe at the price 
there is a profit in it for someone—but the little 
merchant in the suburbs who must maintain price 
is the real sufferer. He is caught with quality 
goods—and is up against the competitor of the city 
with its floor goods, seconds and clean-ups at a 
low price. 

To cut the price as you go along is real business 
sense. To accumulate the “bad bets” and “odd 
lots” until the annual sales period is to spoil busi- 
ness for several months to come. The new way is 
to clear as you go, thus making possible some sort 
of a profit in every month of the year. To cross 


off the two opening months of a year for cut-price 
glory is to start the year wrong. 
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Standardization Would Spel 
“Ruin” 
SHOE merchant talking to his salesforce in- 
vited suggestions and comments from the 
boys. One said he thought there should be more 
standardization—fewer styles. To this the mer/ 
chant said: “Do you know that if the shoe busi- 
ness were standardized, as the hardware busines} 
is, there would be no shoe stores or shoe salesmen? 
The five- and ten-cent stores would all handle 
shoes. Every drug store would put in a stock. 
Selling shoes would be simply a matter of taking 
down from the shelf a certain size and width, 
wrapping it up and collecting the price. All the 
interest and romance of shoes would be lost. All 
of us here present would be reduced to the rank 
of order takers and bundle wrappers. No, fel- 
lows, standardization of shoes would be ruinous.” 
As the wife of the New York politician remarked 
to the Queen of Belgium once upon a time: “Queen, 
you said a mouthful.” 


Importance of Turn-Over 
of Customers 


OMEN form unaccountable prejudices. Per- 

sonal appearance of salespeople, certain hab- 
its of speech, hair, dress, complexion and other 
seemingly insignificant things, may cause the cus- 
tomer to take a dislike to the salesperson. When 
that happens the floor man should be alert to 
change the salesperson quickly. 

A woman was heard to remark that she would 
not buy shoes from a woman clerk because she 
thought the average saleswoman was catty. That 
was most unreasonable, but it meant a lost cus- 
tomer unless another person was put on the job 
at once. Another woman said she “wanted another 
clerk to wait on her because she did not like the 
way that one talked through his nose.” All these 
idiosyncracies of customers must be met with a 
prompt change. The floor man today must be a 








mind reader, almost, to meet conditions. 


* * * 


In one square there are three shoe stores on the 
same side of the street. Recently these stores had 
clearance sales. An observer for the RECORDER 
noted that one store was offering shoes at $6.85, 
another at $6.90 and the third at $6.95. Now, 
which store started its sale first? Three guesses 
and a package of spearmint for the best answer. 


* * * 


LL signs point to a freak winter with many 
storms and snow. Keep your stock of 
galoshes and rubbers filled and handy to reach. It 
is a mistake to pack them off to the warehouse or 
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store room too early. Remember the ides of 


March. 


* * * 


OMETHING to think about. Women may sud- 
denly decide that silk hose and short skirts are 
causing an unseemly growth of hair on their legs. 
It might be wise to push woolens for extreme cold 
days. 


Merchant Leadership 


HIS is the great year for the merchant, for he 

now commands, where formerly he was led. 
Mass production of standardized goods gives way 
to a “merchandised” production which accurately 
reflects the desires of the buying public. 

A study has been made by a committee of na- 
tionally known merchants in cooperation with the 
Howard University Graduate School of Business 
Administration and several authorities of the 
banking world. The high lights of the report 
(from which the merchant who owns and oper- 
ates his own business can take heart) are: ‘“Amer- 
ica is not going to be Fordized—if by Fordizing 
we mean the maintenance of manufacturing activ- 
ity on an ever-increasing production schedule. 
American industry will make what can be con- 
sumed without the ne- 
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retailer is the last link in the commercial chain 
and nearest to the consumer. His is the best judg- 
ment of what the consumer will accept. The report 
takes a firm stand against ‘cramming merchandise 


, 9? 


down the throat of the consumer. 


Looking a Year Ahead 


HE various branches of the shoe and leather 
industry have so much in common that Presi- 
dent A. H. Geuting and Chairman and Director 
Charles E. Williams of the N. S. R. A. called a 
meeting January 20 at the Hotel Astor, imme- 
diately following the convention of the National 

Boot and Shoe Manufacturers’ Association. 
Informal in character, it was addressed by lead- 
ers in the merchandising, manufacturing, distribut- 
ing of shoes and the representative trade press, 
and allied organized industries. The deliberations, 
after three hours, were summarized in the follow- 
ing resolutions: “At a meeting made up of repre- 
sentatives of the allied industries of the shoe and 
leather industries, acting in their individual capaci- 
ties, it was unanimously agreed to endorse a co- 
operative movement in the production of the next 
annual meeting comprising a convention and expo- 
sition of the National 
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cessity of high-pressure 
sales and_ low-point 
profits to liquidate the 
inventory results of 
constant peak produc- 
tion. 

“American industry 
apparently has appre- 
ciated the wisdom of 
small stocks and rapid 
turnover. The planning 
of manufacturing 
schedules upon the 


The ‘Reason Why 


THE WOLFF & MARX COMPANY 


San Antonio,Texas 


I am very glad to say that the RECORDER is of very 
much interest to us. It is read carefully each week 
by all the executives of our organization—and we 
gather from it a great deal of useful information 
pertaining to our business. 

Very truly yours, 





Shoe Retailers’ Associa- 
tion.” The second reso- 
lution was that for a 
period of sixty days, 
after February Ist, any 
manufacturer who is a 
member of the National 
Boot and Shoe Manu- 
facturers’ Association 
and the groups organ- 
ized within the indus- 
tries be given first op- 


iis tor sae (Signed) BEN E. WEBER. || portunity at the Stevens 
corresponds to the mer- x *K x Hotel, Chicago, to se- 


chant’s determination 
of stocks upon the basis 
of power to turn these 
goods into cash at a 
profit. Both can be 
called merchandizing, 
and merchandizing is 
an essential element in 
economic stability. 
“The consumer is 











ness Papers. 


‘the king of industry,’ 
for it is his acceptance 
or rejection which de- 
cides the fate of manu- 


Ben Weber is one of the best-informed shoe 
merchants in this country. 

He travels far more than the average shoe man 
in search of best selling styles for his stores. 

Yet he reads the Recorver because he values 
the kind of style and merchandising information 
the RECORDER gives its readers. 

Most successful Business Men read their Busi- 


BOOT AND SHOE RECORDER 


cure exhibition space.” 

The major considera- 
tion was on the possi- 
bilities of unifying the 
activities of the associa- 
tions and to bring about 
a more profitable busi- 
ness for all branches of 
the industry. 

The action embodied 
in these resolutions is a 
step in the right direc- 
tion, a good move for 
the trade as a whole. 


President. 
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factured goods. 
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Mrs. H. L. Hunter, 

Women’s Entertain- 

ment Chairman for 
Travelers 


























Oklahoma Shoe Re 





















Harold Volk, Dallas, 
vention Chai 
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enjoyable. 
taken and many sleeping rooms will be converted into sample rooms. 
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All Set for Texas Meet 
Cinderella to Be Chosen 


ASILY the largest attendance in the history of the associations is 
certain for the joint annual convention of the Texas Shoe Retailers, 
Oklahoma Shoe Retailers and Southwestern Shoe Travelers Asso- 
ciations, which will be heldin Dallas January 31-February 2. One reason 
why the convention will be large is that no effort nor expense has been 

spared to make the program interesting and the entertainment features 

All sample rooms of Dallas’ larger hotels have already been on, Women'e Ry 
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Miss Ethet Hough- 


man for Retailers 


The convention comes back to Dallas after having been in Houston and 


is also important as a retail shoe market. 





W. H. Prater, Ardmore, President 


tailers Ass'n 





General Con- 
rman 





than in any block of corresponding 
length in the world. Both whole- 
salers and retailers are cooperating 
in making the convention a success. 

Always a most popular feature of 
the convention is the Shoe Style 
Show. Attracting particular  in- 
terest this year is the “Cinderella 
Contest” that is being conducted. 
The Style Show will be held in the 
Junior Ballroom of the Adolphus 
Hotel on the night of Feb. 1 and will 
be limited to forty exhibitors, each 
represented by one model who will 
exhibit three pairs of shoes: Morn- 
ing, afternoon and sports wear. 
Every model must have a perfect 
4B foot. More than 200 candidates 
have already entered the contest. 

Following the Style Show the en- 
tire group of models will go to the 
Palace Theater, which has a seating 
capacity of 2500, together with con- 
vention delegates, where a midnight 
frolic and revue will be held. In 
addition to a special program, in- 
cluding a preview motion picture, 
the models will be presented once 
more, each bearing the card of the 
manufacturer whom she_ repre- 
sents. The winner of the Cinderella 
Contest will be chosen at that time, 
and will be featured on the runway. 
The publicity program, both before 
and after, should be of considerable 
benefit to the manufacturers exhib- 
iting, especially to those among the 
leading ten from whom Cinderella 
will finally be chosen. 

New twists and turns are prom- 
ised in connection with the usual an- 
nual banquet and ball, the smoker, 
the various luncheons and other en- 
tertainment features. For those 
who have the time, sixteen local golf 
courses will offer temptation, for 
golf in Texas is an all-year-round 
sport. 








then, for the past five years, in Fort Worth. Dallas, being the principal wholesale shoe market of the south- 
west, is the home of a large proportion of the members of the Southwestern Shoe Travelers Association. Dallas 
In one block in Dallas there are said to be more shoes sold at retail 


L. H. Tuffiy, Houston, President 
Texas Shoe Retailers’ Ass’n 


R. #. Bell, Fort Worth, President 
Southwestern Shoe Travelers Ass’n 
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Shoes, in Style Fit- 

ting and Quality, 

are fulfilling an im- 
portant service to mer- 
chants of vision who 
know the value of un- 
usually good merchan- 
dise. 
They spell satisfaction 
and profits. 


SHERWOOD SHOE CO. 
ROCHESTER, N. Y. ‘ 





NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 


CHICAGO 
F. J. Le Pine, 1618 Republic Bidg. 
PHILADELPHIA 





W. F. Schoell, 119 So. 4th St. 


DENVER 
W. B. MeNutt, 218 Charles Bldg. 
LOS ANGELES 
G. c. MeAtee, 706 Forrester Bidg. 




















“Tanaura”’ 





Open throat and open 
work tie. Patent leather. 
black and colored kid “on: ” 
with Cuban heel, medium Cinda 
— Patent leather tie (or 
button) modeled over 
various lasts. Cut shows 
20/8 Spanish heel with 
wide, round toe. 
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Helps GALE SHOE MFG. CO. 
To Maintain Standardized 


BLACK KID Value, Beauty and Service 


In making EVANS Leathers we have constantly before 
us the fact that our success is dependent on the measure of 
service we render to our friends and allies—the shoe 
manufacturer and retailer. 

That we have so long been privileged to cooperate with 
the Gale Shoe Mfg. Co. of Manchester, N. H., in helping 
them to build a reputation for repeated black kid beauty, 
value and service in their Arch Corrective Feature Shoes 
is a natural satisfaction to us. 

The models featured herewith are some of the Gale 
Shoe Mfg. Co.’s best selling numbers and it is a distinct 
pleasure to call them to your attention. 


JOHN R. EVANS & COMPANY 


CAMDEN, N. J. 


Branches in all principal shoe centers. 


“Ctandardize on 
Evans Brands” 
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No. 567 In Stock 
Made of RUBY KID 


Made to Order 


No. 561 In Stock 
Made of RUBY KID 


Made to Order 


No. 565 In Stock 
Made of RUBY KID 


12 
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TI AM going to use for my slogan this year the 

hearty co-operation of the various branches of 
our craft and prosperity. We want prosperity. We 
want everybody to do well. I want to see the shoe 
manufacturer do well, I want to see the leather man 
do well and I want to see the shoe retailer do well, 
and the only way we can do well and serve the public 
most intelligently and most economically is by doing 
good team work. I am going to try to establish that 
team work in our craft. I ask every one of you, and 
I hope that you will not fail me, to stand by me and 


help me carry out that thought. 


shoes do not bear the burden of 

a real profit you are going to be 
“out of luck” in the clean-ups. Very 
few manufacturers will now figure 
spring and summer footwear in 
colors on an “across the board” 
quotation. These manufacturers 
find that they can’t purchase pastel 
parchment and the soft gray colors 
and build shoes to meet a price 
previously set, on the basis of the 
majority of the merchants’ pur- 
chases being made on _ patent 
leather or satin. 
The method of buying a season 


|: a season of color if the new 





Inaugural Address 


Anthony H. Geuting 
President N. S. R. A. 


Lifting Profits by Grading Upwards 


ago was to set an arbitrary selling 
price, figure the cost of doing busi- 
ness, plus the profit and then estab- 
lish a cost figure that was the com- 
bination of both minimum and 
maximum of what the merchant 
could pay for shoes to sell at the 
fixed price. 


HE manufacturer then knew 

that at least 60 per cent of his 
business could be completed on leath- 
ers of known values and upon which a 
margin of profit could be made that 
would take care of possibilities of 
losses on fancy colors and fancy 
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leathers, which if figured on the in- 
trinsic cost of the shoe would be 
considerably over the “across the 
board” price. In other words, on 
some shoes he was certain of a 
profit; on others he would take 
losses on fancy colors and fancy 
leathers, which if figured on the 
intrinsic cost of the shoe would be 
considerable over the “across the 
board” price. In other words, on 
some shoes he was certain of a 
profit; on others he would take 
losses, but on the whole he would 
make a fair profit. 
























$6.00 Retail Price 


Gross Per 
Cost Profit Cent Cost 
$3.50 $2.50 . $3.90 





$6.50 Retail Price 





Gross 
aeons bl Cost Profit 
$2.60 40 $4.00 aye 

: 4.1 - 
2.50 38 4 +4 


2.40 








7.00 Retail Price 






$7.50 Retail Price 










Per Gross Per 
Cent Cost Profit Cent 
42 $4.40 $3.10 41 
41 4.50 3.00 40 
40 4.60 2.90 38 

. 2.80 
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Lift your $6.00 price level 
on colored shoes to $6.50 and 
see what it does to improve 
your margin of profit. 





$10.00 Retail Price 


Gross Per 

Profit Cent Cost Profit 

$4.20 42 $6.50 $5.50 
4.10 41 6.75 5.25 
4.00 40 7.00 5.00 
3.90 39 7.25 4.75 
3.70 37 7.50 4.50 
3.50 35 7.75 4.25 
3.30 33 8.00 4.00 








Lift your $10.00 selling 
price to $12.00 and see what 
a miracle happens in the 
rate of profit. 

















ES LOR A NR RN RISE AI SE mm tm 


Profit 





influence which 
insures permanent prosperity in business 
Let us all work to make 1927 a Profitable 


and Prosperous Shoe and Leather Year. — 


Goa 


PRESIDENT 
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To suggest that Whittemore’s Superior 
Shoe Polish be used on the shoes just 
bought will be sufficient to make many 
polish sales. Customers at the moment 
of purchasing will invariably ‘“‘fall in” 
with your idea that shoes should be 
‘properly dressed" frequently. It is most 
effective sales strategy to offer this re- 
liable shoe polish at the moment when 
there is no sales resistance. 


( Make a Profit on Every Pair )\pcmmmmmmmnn Neaname 





asset hc ye erence eta 











BOSTONIAN SHOE CREAM 


Is an all the year round seller. It can be had in 
black, tan and all colors for plain and fancy leather 
shoes, including the popular reptile grains. Bostonian 
Shoe Cream (neutral) is especially prepared for foot- 
wear made of delicate shades of leather, plain or in 
combinations. The heaviest boot or the lightest shoe 
may be maintained in the best condition by regular 
use of Bostonian Shoe Cream. 














OIL PASTE SHINE POLISH 


Offers a quick easy way to restore footwear to its 
original freshness. Spreads evenly, dries quickly and 
can be brushed up to a sun-bright shine. Many prefer 
Oil Paste Shine Polish, “in the handy can,” for black, 
tan and patent leather shoes. 


GOLD AND SILVER DRESSING 


Which bears the Whittemore name can be relied on 
for results. Sure to satisfy the most critical. Can 
be had (heavy) for kid footwear and (light) for 
brocade shoes. 





CLEANALL 


Is a perfectly safe preparation for removing dirt and 
stains from clothing and footwear. It is non-inflam- 
mable. 








Keep well stocked with Whittemore’s Superior Shoe 
Polish. Sold by all jobbers. Price list on request. 











WHITTEMORE BROS. 


SUPERIOR SHOE POLISH MANUFACTUERS NEARLY A CENTURY 


BOSTON, MASS. 
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A Profit is not Without Honor 


in These Shoe Stores 


The merchants of America are setting themselves for a profit in 1927. 

They show their appreciation of the fact that 1927 will be a great 

merchandising year. Reading between the lines of these telegrams, 

this thought prevails, regardless of the type of store, the good 

merchandiser will be the consistent winner and he is out to make a 
profit on every pair. 


¢ 
O. S. Poe, Little Rock, Ark. 
“Spirit of optimism over outlook 
for the coming six months’ business because stocks 
are low.” 


Healy Shoe Co., Santa Rosa, Cal. 
“We see a bigger and better busi- 
ness outlook for 1927.” 


J. J. Sensenbrenner, St. Louis, Mo. 

“A merchant has two great oppor- 
tunities this spring. He can sell to every woman 
at least one pair of style shoes by February and 
another pair by Easter, thus doubling his oppor- 
tunity. Demand will come early for spring 
shoes.” 


Chester Herold, San Jose, Cal. 

“I see nothing but prosperity ahead 
for next year, provided merchants study carefully 
their profits first and then take care of volume.” 


Geo. F. Ringe, Jr., Paducah, Ky. 

“I believe shoe merchants that carry 
sizes and widths in good merchandise and fit 
properly will enjoy a prosperous New Year.” 


W. B. Johnson, president, Johnson’s Big Shoe 
House, Ltd., New Westminster, B. C. 
“Next year promises great possibili- 
ties to Canada. Conditions in British Columbia, 
especially coast cities, appear most favorable.” 


J. J. Damrich, Mobile, Ala. 

“Outlook for 1927 very favorable, 
expect good demand for colored kid after a long 
demand for black. Local conditions not greatly 
affected by cotton situation.” 


Max Sommer, San Francisco, Cal. 

“Early copious rains in California 
are indicative of good crop prospects and should 
secure us renewed prosperity in 1927 with proper 
care in the selection of styles.” 


J. J. Thompson, Salt Lake City, Utah 
“Can safely say that next year will 
be better than past year for our section of the 


country.” 


a * 


J. J. Langley, St. Paul, Minn. 

“Looking at the year 1926 and its 
developments, the most pessimistic must admit 
that fundamental conditions are much better and 
more sound. The producers of agricultural prod- 
ucts are more prosperous, agriculture is more re- 
munerative, employment has been constant, finan- 
cial conditions are sound. Generally speaking, 
conditions in the Northwest are better than at 
any time since 1920.” 


Harry A. Gibson, San Francisco, Cal. 

“Retail shoe business will enjoy 
prosperous spring and summer season for 1927 
for this reason: feel President McKeon’s message 
to retailers advocating placing orders now for 
Easter selling is important.” 


Fred W. Small, The Gilchrist Co., Boston, Mass. 

“There’s no doubt 1927 will be pros- 
perous to shoe merchants believing in a profit for 
their investment and efforts.” 


Geo. Wareing, Salt Lake City, Utah 

“We are looking ahead to 1927 with 
considerable optimism. Mountain gorges now 
filled with snow insures abundance of water with 
bumper crops.” 


Chas. H. Feltman, Chicago, Ill. 

“For 1927 I see America’s banner 
shoe year. The public demands style and service 
that requires longer profits.” 


Milton S. Florsheim, Chicago, Ill. 
“We feel confident that 1927 is 
going to be an unusually good year.” 


Louis Stoff, Blyn Shoes, Inc., New York 

“We look forward to 1927 with a 
greater confidence in the business situation than 
we have had since the war. The retail shoe busi- 
ness has worked itself into a very healthy situa- 
tion.” 
C. M. Stendal, Minneapolis, Minn. 

“We expect to make more real profit 
during 1927. than 1926.” 
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Moke a Profil 


ROFITS are not without honor in the shoe stores 
of 1927. The work of pioneering in style is about 
over—style has become a national habit with 
the industry as with the public. 


January 22, 199% : 





















Now we step into a year when style is going to 
pay its own way—at a profit to every merchant afte 
who has the courage to give and to get. He 
acknowledges the right of profit to the tanner, manufacturer a, 
and every man engaged in assembling the parts of a shoe, and 
he in turn is going to get his in 1927. 


A business structure that is not founded on the bed rock of " 
honest service, that is not tied together with the steel rods of y 
good will, that is not molded and wrought with the all impor, 
tant elements of quality will not stand. A little prosperity may 
come, but the storms of adversity will rack it to the very foun , , 
dation and bring it crashing to the ground. * 


Real service means more than words. It means not only giving reg 
dollar for dollar value but giving fit, comfort, wear and satis- 


faction beyond the expectation of the customer. but 
We must have pretty shoes for the ladies. We must have color. “ 


* 









= 
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on Every Pair 


We must have all those things that attract the feminine eye. But 
we must also have those elements that make for permanency. 
















It is not the fluttering, shopping, scatter-brain buyer that makes 
for prosperity in a shoe store. It is the satisfied customer who 
comes back to the store for her next pair and her next pair 
after that. The woman who “shops around” looking for an 
imaginary shoe, hoping to find a miracle in footwear at a mirac- 
ulous price, is not the customer of any store. She is not an 


asset. She is a liability. 





The customer who has been won to the store by genuine service, 

by good will, by correct fitting and satisfied style desire, is the 

ore OMe that may be counted among the store’s assets. You may 
borrow money on her loyalty and continuity. 


ay 
“TA house built on the sand will not continue. A COST 
shoe store built on the basis of Style at a Price, “tm 


of tegardless of fit, or comfort, is a store that will 
a not endure. There is a vast difference between OVERHEAD 
building a real house and setting up a tent. pe 


o,f Lhe house of industry is set for making a PROFIT 


SELLING 
PRICE 


of 








Make a Profit on Every Pair } a 
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BARRETT-TAN CALF 








The Leather Makes the Shoe 


BARRETT-TAN CALF makes fine shoes 
because it is carefully manufactured from the 
finest calfskins. It has a texture workability 
that every shoemaker likes—and a color tone 
and finish as well as a grace of design that 
every woman loves! 


BARRETT & COMPANY 


Leather Manufacturers 


Newark, N. J. 


We make a line of Fine Leather for Fine Shoes 











(Mates Profit on Bier Pair mes 
SPRING 1927 
Offering 


EWPIE [WIN 


REG. U. S. PAT. OFF. 


Genuine Goodyear Welts 


in 12 Snappy, Stylish Sellers 


Here are two “quick sellers” from the KEWPIE TWINS line 
of children’s footwear that will attract to any merchant’s store 
the kind of trade he likes to do business with. 

Extremely flexible outsoles of the very finest quality obtainable 
; lasts that are designed to mould and guide the growing 
foot. 

Write us for samples of the complete line. Also our line of 
young girls light weight welts in novelty oxfords, ties, straps, 
and step-ins. Leather or wood heels. Sizes 2% to 8. AA to 
C. Prices $3.60 to $4.20. 


All upper leather Carl E. Schmidt’s 
calf and stroller grains. Kepner Elk, 
full grain and high grade patent. 
Made to order only in six pair units 
to the width. 


PATTERN 
PATTERN No. 817. 
oi Cy The Betty 


The Lita A new pattern creation 
. smartly styled to appeal to 
S a — “ the the younger trade. 
young miss. 


PRICES 


12 te 2, A, B, Cand D Widths 
8% to 11%, B, C and D Widths 
5 to 8, B, C and. D Widths 


Terms 5%—-10 days. 


THE JUVENILE SHOE CORPORATION ascetics 


AURORA, MISSOURI 
“THE STANDARD OF THE WORLD” 
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Regardless of the woman buyer’s interest in brightly colored 
footwear _. . six out of ten pairs of her shoes are patent leather 
. or patent in combination with colors. 
So patent carries the “load” of your shoe selling and is, therefore, to 
‘be selected with discrimination. 
LUXOR Patent . . . soft and pliable for fine fitting . . . silky and lustrous for 
beauty and marvelously sleek and smooth for comfort, brings a certain satis- 
faction to your customer that no other leather can equal. 
Its perfect finish assures longer and more pleasing service. 
Specify LUXOR PATENT to your manufacturer . . . confirming 
to op “4 confidence in you and your discriminating selection 
of the best. 


Our booklet “The Story of Leather” mailed free 
on request. 


“The 
. OHIO LEATHER COMPANY 
» firard,()hio Aa 
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Style Based on Comfort—In These 
New Arch-Support Models 





W estchester — Four 
Eyelet Tie 
Covered Cuban Heel 


3257—Skinner’s Black 





Getdm ccccccsccesaics $41.50 
3258—Patent Leather.... 4.50 
3263—Smooth Black Kid. 4.50 
In stock, i di hip 

Widths AA-D 





Romany—Three Eyelet 
“ Tie” 


psy 
Covered Cuban Heel 
3348—Patent Leather .$5.15 
3349—Smoeth Black 


Countess — Front 
Gore Step-in 
Pump 

3321 — Smooth 
Black Kid. ..$4.50 

3324 — Patent 
Leather .... * 

ment Kid......... 6.15 


In Stock Now— ° 
In Stock Now—Widths AA-D 


Widths AA-D 





Comfort—‘Footwear for the Active 
Woman of Today.” 


You can build a steady, fast-growing 


Three new in-stock numbers—brim- 
ming over with style! Three models 
for volume sales! All have the stand- 





ard Martha Washington Arch Sup- 
port features, including extra long 
inside leather counter which sup- 
ports the foot like a bandage. Yet 
these models are smart and alluring 
—much in contrast to the ideas many 
people have of arch support shoes. 


Here, as throughout the new Martha 
Washington line, is Style based on 


business on the exclusive Martha 
Washington Arch Support line. 
Dealers are doing it from coast to 
coast! 


F. MAYER SHOE CO. 
Milwaukee, Wis. 


In-stock department for Chicago District: Frank B. 
Lakofka, 45 So. Wells St., Chicago. Pacific Coast Dis- 
tributors: Washington Shoe Mfg. Co., Seattle, Wash. 
for: Washington, Oregon, Idaho, Northern California 
and Montana West of the Rocky Mountains. 


eSMartha Washington 


ARCH SUPPORT jotweat 


© F. M. S. Co., 1927 


For the Active Woman of Today 
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€ were 


“startled by the 


enthusiastic interest 
shown by shoe men 


at CHICAGO 


Hundreds of skeptical merchants put 
Clarke’s Universal Foot Measurer to the 
“eye test” at Chicago—and then and there 
decided to enlist the aid of this unusual de- 
vice in the better fitting of the shoes they 
sell. 


They saw how accurately, automatically 
and easily this Measurer instantly registers 
the breadth and length of any foot, ex- 
pressed in terms of shoe sizes. They re- 
alized that at last this important informa- 
tion is available as a basis for the exercise 


of better judgment in the fitting of shoes. 
The consensus of opinion of authorities on 
shoe fitting is well expressed in the words 
of Mr. Walter S. Le Favour, Sales Manager 
of United Last Co., who says: “This Meas- 
urer is fundamentally correct in design, con- 
struction and operation. It furnishes a basis 


on which any intelligent salesman can cor- 
rectly fit the feet.” 

You need this Measurer in your store. 
Models for both men and women. Price 
$15.00. 


CLARKE SALES CORP’N — 


Mfrs. and Distributors 
357 Summer St. 
W. Somerville, Mass. 


Boston Office: 11 Beacon St. 


CLARK’S UNIVERSAL 


Foot Measurer 















She 
Fle: 
Las 





Rose 
Spike 
to C. 
No. 2 















22, 1927 








No. 691 
Price $4.50 







Pastel Parchment Lottie, Flexible McKay, Full 
Louis Spike Heel. Plaza Last, AA to C. 
No. 692. Same in Rose Blush Kid. Price $4.50 


No. 745 
Price $4.65 





Shell Gray Kid Marcia, Nickel Kid Trim, 

Flexible McKay, Full Louis Spike Heel. Plaza 

Last, AA to C. 

No. 690. Same in Pastel Parchment Kid. 
Price $4.65 


No. 220 
Price $4.75 





Rose Blush Kid Nellie, Colored Trim, Full 

Spike Square Back Heel. Dallas Last, AA 

to C. 

No. 221. Same in Pastel Parchment Kid. 
Price $4.75 


Buy Clewer Lines GMake ‘More‘Money 


Thomson-Crooker Shoe Co. 
“Boston 
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Profits 


A line that is styled to meet the 
demand of fashion and is stocked 
to serve the trade when the shoes 
are at the height of popularity, 
will bring the kind of profits that 
every dealer longs for. 


At Dallas 


Our complete line will be on dis- 
play at room 745—Hotel Adolphus in 
Dallas, Texas, during the Convention, 
January 31 to February 2nd. 


Buford H. Jones, John M. Hart- 
man and Charles G. Chambers will be 
in attendance. 


Colored Kids in Stock 


We have thirty new styles of colored 
kids, featuring latest designs, now 
ready to ship from stock. 


18~26 Station Street 


CNass. 
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Pastel Parchment 
Shell Grey 
Rose Blush 
on Sally Kid 

and 

Ebony Cabrettas 

















An exceptionally active pat- 
tern, proving its wide 


a8 Opalescent Effects in the 
ade to order in any 
itthadiian. above colors on patent 
For Immediate Deliver « 
F sides and Metl-Tone. 


Imported German Silver Kid 
and White Satin Pumps— 


Snyder Service insures 
prompt delivery on Paisleys 
for combinations with the 
approved colors. 








Lynn, Mass. 


Feet-ure Fit 


It is one thing to satisfy the 


Also Paisley Patent Leather 


buyer who is easily pleased— 
in a multitude of color 


but quite another to satisfy the 


finished expert who has “tried schemes. ua s 

them all.” ; 

Our factory is full of very : 
Wholesalers and Retailers 


smart shoes—being made for a 
we want you on our list for 


advance .style information. 


e BOSTON 
+ 63 SOUTH STREET 


list of customers any manufac- 


turer would be proud to serve. 


Fair Sex Shoes Are 
Bought with Confidence 
Sold with Profit 
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complete line of win- 

ners in ey infant 
and children 

the Wein- 

Send 


talk 


Profits 


RE is an old saying that says, “Goods well bought 

are half sold”. Those few words are apt to be mis- Q ve 
understood unless you interpret them correctly. It all 

depends on what you mean by well bought. 

Buying at the lowest price doesn’t always mean “well a Ss. AY V4 Ve 

bought”. For, price means nothing unless quality is 
built into the merchandise. Nor does price mean much 
until the goods have been sold at a profit and have 
given satisfactory service. 

Dealers the country over have proved to their satisfac- 
tion that Thorogood shoes for children assure de- 


pendable profits because they bring the repeat business 
so essential to any business. 


They have learned that “goods well bought” refers to 
the quality of the shoes, the care with which they’re 
finished and the profits they assure. 


Why talk price until you’re assured that the shoes 
will sell, stay sold and bring the repeat business that 
has made Thorogoods the preferred line for over a 
quarter of a century? 


ALBERT H. WEINBRENNER CO. 


a MILWAUKEE, WISCONSIN 










for a copy. 
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RUEPINGS 


IDEN JkcIS 


(Kine Elk. Jannage— Colors and Black J 
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For Street—Sport Footwear 


No leather is more appropriate than Rueping’s KIN 








KIN for sport type shoes. KIN KIN is soft and 
comfortable. It is decidedly pleasing to the eye. Its 
elasticity permits a snug fit with full freedom of mo- 
tion and no fear of binding. The shoe retains its 


shape much longer for this reason. 


The shades most favored for spring are: 


Smoked Cinnamon No. 86 
Cork No. 32 Rose Beige No. 90 


Thrush No. 70 Bogey Brown No. 96 
White 


All other desired shades are also available in 


KIN KIN. 


Write for color card 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 
Branches: Boston, Chicago, San Francisco, Cincinnati, Milwaukee, 


Montreal, St. Louis, New York, Paris, France; Frankfort, 
Germany; Northampton, England. 
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Number 543 


Varsity Grain Birdie 
Blucher Oxford. 
Spring breast heel. 
Cadet Last. 

A made to order style 
Samples on request 


0, 
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Seeing is believing! 


—the artist, the engraver, and the 
printer have done their work well, but, 
Oh, boy!—you’ve actually got to see 
this keen number to appreciate how 
“collegiate” it really is. 


Buyers who must have the styles for 
their young men trade have bought 
number 543 for spring. 


That ought to be something, too. 







M. A. PACKARD CO. 


BROCKTON, MASS. 





SHOE 
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1. DUPLICATED STYLES 
IN SAME TOWN 


2. TOO MANY LINES 
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THE HAMILTON-BROWN WEIGH!! 
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1. INDIVIDUAL STYLES 





2. CONCENTRATION ON 
ONE EXCLUSIVE LINE 








Experience teaches the retailer of today that 
holding down the loss on odds and ends is 
his only assurance of a profit on every pair. 
Concentration on one line large enough to 
fill his wants and backed by a dependable 
manufacturer will reduce odd lots and sizes to 
a minimum. 


Featuring a line that assures him individual 
styles and patterns is his protection against 
price cutters and price wars with unfair com- 
petition. 





Concentration Means Profit Plus— 








INDEPENDENT OF ALL COMBINATIONS 


Concentration assures him of the full co- 
operation and aid of the manufacturer in ad- 
vertising, deliveries, adjustments, etc. 


All of this and more is his for the choosing in 
the complete and independent line of 
Hamilton-Brown quality shoes, including the 
three well-known brands, American Lady 
Shoes, American. Gentleman Shoes and 
Twinkies. Write or wire us for an appoint- 
ment with the Hamilton-Brown representa- 
tive in your territory who will be glad to give 
you complete details. 


MEANS 
INDIVIDUAL STYLES FOR YOUR CITY 


-HAMILTON-BROWN SHOE CO. 


ST. LOUIS 





BOSTON 
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A CORRECT PATTERN 
IS THE SUREST KEY |% 
TO PROFIT 


The industry has found that the words 
“Patterned by Dunbar” are much more 
than a mere phrase. They mean better 
IN style, better fit and more perfect satisfac- ® 

tion in the making and selling of foot- 
| wear. 


@\9 





























Dunbar service is complete. It operates 
) for the benefit and advantage of retail 
& merchants as well as manufacturers. 


The work of the Dunbar Pattern Com- 
pany helps to make the manufacturers’ 
sample case a veritable Treasure Chest 


of shoe styles that sell successfully and 
@| profitably. 


Your exclusive designs are 
safe when locked in the 
Dunbar Treasure Chest. 
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The DUNBAR PATTERN CO. | ( 
SHOE PATTERN MAKERS 


BROCKTON NEW YORK ST.LOUIS CHICAGO _MONTREAL _ 
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$200 IN PRIZES 


for TWO WORDS! 


Having perfected a new and practical 
process for the manufacture of high 
style shoes with authentic orthopedic 
features we desire a suitable name for 
this new line. Two hundred dollars in 
cash prizes will be paid for three names 
selected by the judges, who are three 
retail shoe buyers. 























RULES 
Only retail salesmen 
and_ salesladies are 
eligible. 
Names or words al- 
ready registered or 
patented will not be 
considered. 
Only five names may 
be submitted by each 
contestant. 
All entries are to be 
mailed to 
CONTEST DEPT. 
THE BOOT AND 
SHOE RECORDER, 
207 South Street, 
Boston 
accompanied by full 
name and address of 
the contestant. 


Contest closes at mid- 
night March fifteenth. 



























Features of this 
New Shoe 


Tempered steel arch support shank suitable for 














use with heels as high as 20/8. With the exception of a copper rivet which 
shows thru sole and shank, this orthopedic feature is concealed and the 


graceful lines in no way impaired. 


Contrary to the old accepted practice the counters are especially moulded 


in individual rights and lefts. 


pb GEO. B.LEAVITTCO. s$: 
FARMINGTON ,N.H. 
Women’s Shoemakers Exclusively 
), | 


SE ERS for 35 Years LERS 
Boston Orrices 163 Essex Street 


G ~—_sa>—. 
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The Background of Service 


so essential to successful merchandising is excel- 
lently suggested in this window display. 


The completeness of the dealer’s stock is 
impressed on the prospective buyer. 
And there are two additional profits 
—first from the sale of Miller 
trees, and second the gain of 
a satisfied customer, be- 
cause he has been 
serviced. 


January 22, 1 


O. A. MILLER TREEING MACHINE COMPANY 
Shoe Tree Division _ BROCKTON, MASS. 
pe 
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Haseltine 
M-Kays 


Have an 





International 


Style 
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St Louis GlobeDemorral. 
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Through the medium of 41 big city newspapers 


located in 35 metropolitan centers, BARBOUR 
STORM WELT will be sold to the public. 
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This publicity appears on the following dates 


x > 





4 DALLAS NEW 
MORNING AND SUNDAY \ 


OS 


January 21, 1927 
January 28, 1927 
February 4, 1927 
February 11, 1927 
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Plan now, if you have shoes in your store made with 
BARBOUR STORMWELT, to tie up with this 


publicity, which is provided to help you sell more shoes. 





Feature 
BARBOURSTORM WELT S 


in your window trims. 


= 
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Run a line in your own newspaper copy, letting your 
customers know that YOU have these shoes. 
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Write us for window cards. 








BROCKTON, 


Ns nt Dt 
The Hartford Times'| 


PUBLISHED BY - 
THE BURR PRINTING CO. 


eee HAVEN TIMES-LeEsz 


(| BARBOUR et CO. — 
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She Beautiful Dalking Shoe 


RUWAUK' 


WITH PATENTED FEATURES 


Truwauk, the Beautiful 
Walking Shoe, is as smart 
and chic as any shoe on the 
Avenue. Yet with its patent- 
ed health features—a flexible 
shank of tempered steel which 
moves with the arch, and a pneu- 
matic inside rubber heel cushion— 
Truwauk gives unsurpassed foot 
comfort. 


Truwauk is finding a ready market 
all over the country among those 
women who demand comfort as 

well as style in their footwear. 
And every Truwauk sold 
makes a permanent and thor- 
oughly satisfied customer. 
Let us show you the com- 
plete Truwauk line and 
explain the details of 
our Truwauk policy. 





Ye RICKARD SUWOL COMPANY 


HAV ERHILI 


MAMACHUSET T/~ 
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? ONSUMER-CONCENTRATION on your merchandise and its good name 
( produces increased volume, faster turnover and a better year’s profits. 
Queen Quality’s contact with consumers—nation-wide, long established, effec- 
tively maintained—produces this concentration and holds customers to your 
store and its merchandise, thereby permitting budgeted buying and maximum 
concentration on lines on which to handle up to 100% of requirements where 


you get most volume. 
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THOMAS G. PLANT COMPANY: 


NEW YORK BRANCH: 125 Duane St. ~ ban ee CHICAGO SAL#orr 
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2 |New Lines Now Showing 
obTYLE ~VALUE and VOLUME 


SENSATION at the Chicago Convention—a revelation wherever shown 
—the response to the new Queen Quality lines forecasts exceptional selling 











in shoe stores everywhere. Queen Quality salesmen are bringing you new 
indications of volume, new possibilities of turnover, new opportunities to 
build and prosper increasingly through concentration on 


FLOLAE 






REG.U.S. PAT. OFF. T.G.P. CO. 


mart Shoes for Women and Young Women 
JSTEOS finest “Queen Quality’ Fashion Welts™ Maintain Poise 


o 


SEE the complete lines of advanced styles for your section, on which you 
can budget your buying in anticipation of each selling cycle—with IN- 
STOCK at your service for instant requirements. With the assured trade- 
drawing power of merchandise identified to wearers by America’s best- 
known brand, and backed by national advertising, the Queen Quality 
agency franchise affords the maximum of cooperation for profitable retailing. 


N WEFacrony ann wwszock] BOSTON 30, MASS. 


# OFFICE: 209 S. State St. ~ ~ ATLANTA BRANCH: 41 S. Forsyth St. 
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When you need colored 
shoes you will need them 
badly. To avoid trouble 
take the trouble to order 
them NOW. 


Although parchment pas- 
tel is, of course, a big and 
steady seller—and will so 
continue — nevertheless 
you should consider grey 
also. It is a strong con- 
tender in popularity. 
Here we show a model one- 
strap in grey kid. It is un- 
derlaid on the quarter with 
parchment paisley gingham 
kid, with typical Cushman- 
Hollis good taste and ad- 
- vanced style. It is made on 
our 261 last with a 19/8 
spike heel. Offered also in 
pastel parchment and all 
the other early spring pas- 
tel shades. 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


Edited by Helen M. Haney 
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“T’m Understudy to the Boss” 


“Dad and I Sell Service--Profit Follows” 


Helen K. Delaplane of Cherokee, Ia., College Graduate, Likes 
Shoe Selling Better Than School Teaching 























She sold shoes as far back as she 
can remember 


‘T=: readers of the RECORDER’S 
“Retail Shoe Salesman” may 
often have noticed the name 
of Helen K. Delaplane of Cherokee, 
Iowa, as a winner in the Prize Prob- 
lem Contests published in these 
pages. She always signs her letters 
“Understudy to the Boss.” All of 
this looked mighty interesting to 
the Editor of these pages, so Helen 
M. of Boston recently typed a few 
lines to Helen K. of Cherokee, Iowa, 
and said, “Please ‘fess up’ a few 
things about yourself.” Here’s what 
Helen of Cherokee wrote: 

“Your letter of the 17th arrived 
just as we were in the midst of our 
holiday selling and there was no 
time to write up myself. I am not 
at all enthusiastic about personal 
publicity, but I do hope that through 
an exchange of methods and ideas 
the retail salespeople may improve 
the trade, so I will do what I can 
in that direction. 

“I cannot remember just when I 
started to sell shoes, because 1 have 


— 


always been welcomed in my father’s 
store, and as far back as I can re- 
member I have puttered around 
there. I must have been about fif- 
teen when I began regular work, and 
all through my high school days I 


Helen K. Delaplane of Cherokee, lowa 


worked afternoons and Saturdays. 
While I was in college, I spent all of 
my- vacations at the store. After 
receiving my degree, I tried teach- 
ing, but found it was not as inter- 
esting to me as business, and the 
last four years I have spent my en- 
tire time and thought on the shoe 
business. 
“My position is rather unique, be- 
cause my father, Galen S. Delaplane, 
is sole owner of the Delaplane Shoe 
Co. and he is training me in the 


business ‘from the ground up. We 
work together, and talk things over, 
and plan what is best to continue 
and what to let go. That is why I 
call myself ‘understudy to the boss.’ 

“There are two distinct methods 
of doing business—that for profit 
only and that for rendering a ser- 
vice for which you ask a legitimate 
profit. We have built our business 
on the latter plan and have found, 
in the twenty-five years the store has 
been in Cherokee, that it is the only 
method we care to use or consider. 
We have discovered that during the 
last two years there has been a 
great demand for cheap merchan- 
dise and that a great many mer- 
chants and manufacturers have 
succumbed to the demand and as a 
result have lowered the quality to 
such an extent that they have lost 
the trade and the confidence of the 
general public, who do not want 
cheap stuff. If they have not suf- 
fered yet they will soon. We have 
held to our quality and have in- 








SHOES SERVICE 
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After college she tried teaching, but 
all she could think of was shoes 
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HE “WALTON” factories 

make boys’ and girls’ shoes 
exclusively, and ship more 
juvenile shoes under the 
“WALTON” brand than any 
other factory in the world. 


That’s quantity. 
As to style in “WALTON SHOES” 


—all leather inner soles and coun- 
ters — workmanship — finish, every- 
thing that signifies quality. We 
will let any “WALTON SHOE” 
you care to select prove our state- 
ment that it is impossible to buy 
better shoes for the price from any 
other factory. 


That’s why 20,000 merchants sell 
“WALTONS,” and reorder all 


styles from in-stock. 


JUNIOR WELT 


Stock No. 725 
Tan Calf Oxford for Children, 
Infants, and Little Tots. 
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“We do not send shoes out an ap- 
proval except in cases of illness’ 


creased the territory from which our 
trade comes. We have found it paid 
in the end to lose a customer on ac- 
count of price rather than on ac- 
count of quality. If a customer 
buys elsewhere because the price per 
pair is lower and finds that the an- 
nual expense is greater, she is very 
apt to return after one good lesson, 
while she will never return if she 
has received poor quality. To the 
person who says to us, ‘Oh, your 
shoes cost more than they do at the 
other stores in town,’ we have but 
one answer, and that is: ‘If they 
aren’t, they ought to be. We spend 
more time and thought on getting 























“We do not alter the price for any 
person” 


He, 
better shoes and studying the fitting, 
so you will get the greatest benefit 
from the moriey you expend.’ 

“We have a few rules that we 
hold:to very closely: 

“IT. We do not send shoes out on 
approval except in case Of illness or 
physical inability to get to the store, 
such as long distance mail orders. 

“2. We do not refund money on 
merchandise which has been fitted 
and sold; we do exchange it for 
other merchandise. 

“8. We do not ‘guarantee’ mer- 
chandise to be ‘entirely satisfactory,’ 

of the wide variety of in- 
te tions put on the word. ‘satis- 
factory.’ But when a just complaint 
is made we never question the cus- 


_ 


tomer, but make the best adjust- 
ment possible. An unjust complaint 
is never allowed. 

“4. We feel we must treat the 
manufacturer from whom we buy 
as fairly as we do our customers, so 
we never ask unjust adjustments 
from them. We buy from reliable 
firms and then treat them fairly. 

“5. We find it better to lose a sale 
than to misfit a foot, unless the cus- 
tomer is old enough to know what 
she wants and insists on having the 
wrong size. 

“6. We treat all alike. We- never 
cut the price after it has once been 
made. What I mean is, if we cut 
the price on any one number we cut 
it to all. We do not show favoritism 
to the person who tries to ‘beat us 
down’ on price the hardest. 

“First, last, and all the time, we 
do the very best for every customer. 
We consider that a store which ren- 
ders a service to a community is an 
asset to that community, and we aim 
to keep our store to that standard.” 


Thank YOU McKendrick 


SALT LAKE City, UTAH.—M. R. 
McKendrick of the McKendrick Shoe 
Co., “walked away” with a $5 prize 
as a “Christmas present” for his 


Meet. Paul O. Campbell, assistant 


shoe buyer window trimmer 
for T. H. Campbell & Brothers, 
“Clothiers from Head to Foot, 
Ladies’ and Children’s Shoes a Spe- 
cialty,” of Middlesboro, Ky. Paul 
commenced his shoe career in the 
store of J. H. Browne & Sons, 
Norton, Kan., and has 1500 miles 
of extra “travel” shoe service to 
customers—and many other Service 
and Advertising “Stunts” to his 
credit. He is the-young man whom 
we told age on the first 
page of E AIL SHOE SALEs- 
MAN. We want our readers to see 
just how py this successful 
young shoe man looks 
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“We do not refund money’ 
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excellent defense of “plain sizes” in 
the December issue of Retail Shoe 
Salesman. On Dec. 28, Mr. Mc- 
Kendrick wrote the Editor, acknowl- 
edging receipt of the check, as fol- 
lows—“I am delighted with the out- 
come of my attempt to win a prize in 
such a large and important field of 
business. I thank the RECORDER and 
will endeavor to win a prize on some 
of the future problems which you 
publish.” 


Boston Boosting 


Boston.—The Boston Retail Shoe 
Salesmen’s Association members 
listened with intense interest to a 


























“If she is old enough to know better, 
but still wants it, we let her have it” 


talk on legislation, travel, and anec- 
dotes of the speaker of the evening’s 
personal experiences as a newsboy 
salesman, at its Jan. 3 dinner meet- 
ing, in a talk given to them by 
Hon. James M. Brennan of Boston, 
lawyer, ex-State Senator, and Chair- 
man of the Board of Paroles under 
President Coolidge, when the latter 
was the chief executive of Massa- 
chusetts. The boys voted the talk 
one of the best in their long series 
of good addresses. Past .President 
Fred N. Greenwood made a sugges- 
tion for increasing attendance at the 
meetings in the form of.a prize of $5 
to be given to the member whose 
name was first drawn from a box at 
each meeting. 
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HOES of authentic and favored style— 

excellently fashioned from good materials 
—priced reasonably. Therein lies a good and 
assured profit for the merchant! 


Jellerson-Rafter Shoes 
have steadily maintained 
their position in this class. 
ee | This footwear of artistic 
merit is priced to domi- 


nate that great market of 
women who are deter- 
mined to match the quick- 
step of fashion without 
payment of a premium. 


JELLERSON-RAFTER CO. 
Norway, Maine 
With an Office in Boston at 139 Lincoln Street 


TO RETAIL 
AT FIVE AND STIX DOLLARS 
IN ALL LEATHERS 
AND MATERIALS 





JELLERSON -RAFTER 
Shoes of Fashion Popularly Priced 
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“If the customer can prove a fault 
in the shoe, we adjust the matter”— 
Helen K. Delaplane 


For Better Foot Health 


Dr. Joseph Lelyveld, Director of the 

tional A iation of Foot Hygiene, 
chief clinician of the Foot Clinics of 
Boston, and of many other societies 
dedicated to the promotion of foot 
health, believes that the retail shoe 
salespeople can be made real coopera- 
tors with the chirpodist, or podiatrist. 
He believes that they will be interested 
in knowing about the great work which 
is going on every day in the interests of 
Better Foot Health, and has kindly con- 
sented to write a series of articles for 
“The Retail Shoe Salesmen’s Section” 
of the “Recorder.”” Our prize problem 
this month is based on Dr. Lelyveld’s 
suggestion. We are publishing the first 
in Dr. Lelyveld’s series of articles and 
shall be glad to publish each month in 
these columns, questions and answers 
from retail shoe salespeople, and ans- 
wers to same by Dr. Jos. Lelyveld. A 
forum. Let’s start a forum of discus- 
sion in the interest of Better Foot 
Health. 


About Boston’s Foot Clinics 


All things have their beginning, 
and while you think of the foot doc- 
tors as belonging to the twentieth 
century, Tannier tells us of the foot 
surgeon in the sixteenth century, 
and also reproduces the first dentist 
with his patient, using a barrel as a 
chair. Ever since there have been 
feet there have been feet ailments. 
In ye ancient time, sanitary methods 
were unknown, but science has to- 
day brought the methods of the foot 
doctor and dentist upon an equal 
basis with medicine and surgery. 

The profession of specializing in 
the treatment of feet had its be- 
ginning as a trade in the United 
States in 1840, when the first office 
was opened by Drs. Nemiah and 
Parker Kenison in Boston, Mass., 
facing the Old South Church. It 
existed as a trade up to the year 
1912, when the National Association 
of Chiropodists was formed, and 
since has made steady advancement. 
The word chiropody as defined by 
the lexographer in The Literary 
Digest is. “the treatment of the 
hands and feet.” Manicure has 





BOOT AND SHOE RECORDER 


found favor for the care of the 
hands, and in 1917 the term podiatry 
was adopted as the term for the 
scientific care of the human foot in 
health and disease. However, the 
word chiropody is still more common 
than the newer term podiatry. It 
is a branch of medicine that, like 
surgery and dentistry, was prac- 
ticed first by the barber. Today 
schools of podiatry and chiropody 
are located in principal cities 
throughout the United States and 
Europe. The students are taught 
the fundamentals of medicine and 
the special subjects pertaining to 
scientific foot care. After a course 
in one of these colleges, an examina- 
tion by the State Board of Regis- 
tration in Podiatry must be success- 
fully passed before being admitted 
to practice. 
[TO BE CONTINUED FEB. 19] 


Jack Swartz Wants to Climb 


Some time ago the RECORDER 
formed a “Ladder Club” which 
was one of the big ideas for scien- 
tific salesmanship, cooperation with 
merchants and advancement 
through education, from which 





























Jack Schwartz, retail shoe salesman, 
wants to climb success ladder 


sprang the National Retail Shoe 
Salesmen’s Association. Jack 
Swartz, 3750 Third Avenue, Bronx, 
N. Y., read of the RECORDER Ladder 
Club of some years ago, and writes 
to us recently, “Will you kindly 
enroll me as a member of your Lad- 
der Club and send me a copy of 
the RECORDER’s Retail Shoe Sales- 
men’s Section each month. I am 
employed by J. Rubin’s Boot Shop 
in New York. Thank you.” All 
right, Jack, we are giving your 
name to National Secretary Bob 
Daley, 116 Bedford Street, Boston, 
and will see to it that you receive 
Section monthly. 


The National Family Grows 


Boston.—At the January meet- 
ing of the Boston Retail Shoe Sales- 
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men’s Association, President P. F. 
Girard reported progress in the Na- 
tional Retail Shoe Salesmen’s Asso- 
ciation. About 20 members have been 
enrolled since the December meeting, 
mostly from the South and West. Up 
to date, the National family numbers 
about 250. 


Know Shoe Construction 


LINCOLN, NEB.—Says Dan M. 
Haney, shoe buyer for Mayer Bros., 
big department store of this town: 
My boys are alert to read the various 
articles in each issue of the BOOT AND 
SHOE RECORDER on shoe construction, 
shoe fitting, and shoe selling, gen- 
erally, and to profit by these articles. 
I am thoroughly in accord with the 
views of one of the many interesting 
writers for your paper namely, that 
if retail shoe salesmen the country 
over would take more time to ex- 
plain shoe construction to customers, 
it would eliminate a large number 
of the unjust attacks to which every 
retail shoe merchant is subject. 


Patron: “I don’t see any soup on 
this menu, waiter.” 

Waiter: “No, sir, I wiped all those 
menus off this morning.” 


Syracuse Meet 


SYRACUSE, N. Y.—The January 
dinner meeting of the Syracuse Re- 
tail Shoe Salesmen’s Association was 
held on Tuesday, Jan. 18, at 6.30 
p.m., at the Chamber of Commerce 
Building. The speaker of the eve- 
ning was Prof. H. W. Hepner of the 
Department of Business Psychology, 
Syracuse University, who prepared 
a special talk adapted to the retail 
salesman and the retail shoe mer- 
chant. Professor Hepner’s talk was 
entitled “When the Customer’s Mind 
Is On His Feet,” and he discussed, 
psychologically, the shoe customer, 
and how the shoe salesman can in- 
fluence him. The merchants were 
invited to attend this dinner meet- 
ing. 
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For More ‘Profit 
With Less Risk — 


The degree of risk in style footwear varies with 
the length of time elapsing between the placing 
Barbara of an order and the sale of the last pair. Lessen- 
ing this interim lessens the risk. 
















Re-instated by popular request 





Abbo Patent, with Selling on an immediate delivery basis, we offer 
blending trimming. you a service in expertly-selected style footwear 
Grey Kid, with which even the largest buyers use freely—and are the 
blending trimming. glad to get. me 
Rose Blush Kid, with Yours for more profit, ] 
eae ee Geo. M. Rosen, Gen’l Mgr. = 
With Square Spike Heels, “ d 
A-B-C r 
$4.60 si 
For immediate’ delivery sto 


No orders for less than 12 pairs 











MERCHANTS SHOE CO.; 57 Lincoln St., Boston, Mass. 
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“We recommend cooperation be- 
tween the podiatrist and the retail 
shoes salesman” 


What I Get Out of It 


The first honors for the best 
answer to the December prize prob- 
tem—on the benefits received by 
salesmen from store meetings was 
won by Victor J. Marks, retail 
shoe salesman at Marks’ Shoe Store, 
Danville, Pa., who sums up the 
situation.as follows: “First, knowl- 
edge; second, better acquaintance 
with my fellow workers.” The sec- 
ond prize was awarded to B. Jacob- 
son, 54 Burchard Avenue, East 
Orange, N. J. 



































Pop Heath says: 


“Pop” Heath Says: 


A turnover is made as often as 
the dough is needed. 

Surely the woman pays—if the 
shoes please her. 

In England, an oxford man is not 
necessarily a shoeman. 

As shoes go out, money comes in. 

There’s money in hosiery—many 
a woman carries her cash in her 
stocking. 

In footwear a turn is not a twist. 

A model young woman may always 
be found on the shoe style runway. 

A case of shoes all rights would 
be half wrong. 

The hat man, not the shoe man, 
should worry about overhead. 

Preferred stock oft comes in bot- 
tles. 





| Op hg ey doliars in prizes for 
the best thinkers on the sub- 
ject of foot health. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 
‘ The ideas in your letter on the 
subject are what win. Poor com- 
position and bad spelling are sec- 
. ondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us the best 
answer to the question, 

What is the relation of the shoe 
salesman to the chiropodist? 

: “Shoes and shoe fitting play an 
important role in the treatment 
of foot ills,” says Dr. Joseph 
Lelyveld, one of the judges to 
whom all papers on the ve 
subject will be submitted. The 
question is an easy one if you 
in foot health. 


are interested 


The January Prize Problem Will 
Bring $15.00 to Retail Shoe 
Salespeople 


What Is the Relation of the Shoe Salesman to 
the Chiropodist? 


(The answers to this problem will be submitted by the editor to three eminent foot ‘ 
authority judges—Dr. F. E. Hayden, Pres., National Assn. of Chiropodists, E. 
; Burnett, Sec’y., National Assn. and Dr. Joseph Lelyveld, Clinician-in-chief of Foot 

4 Clinics of Boston, Director of Natl. Assn. of Foot Hygiene.) ‘ 


K. 


Write what you honestly think— 

and tell your brother and sister 
salesmen in other stores to write 
what they think on the subject. ‘ 
Do you cooperate with the chir- 
opodist, or podiatrist, the latter 
being the more approved term for 

one who cares scientifically for 

the foot in health and disease, 
and how do you cooperate? 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass.. SOQ THAT 
IT WILL BE RECEIVED NOT 
LATER THAN FEB. 5. 


Winners will be announced in 
this department Feb. 19. 1927. 
Only men and women actually 
engaged in selling shoes 
hosiery at retail are eligible to 
enter this contest. 











Mr. Jacobson made several good 
points and is of the opinion that 
store meetings should be held once 
a week, but continuous—daily and 
hourly—contact between. owner or 
manager and the salespeople should 
be the program for selling more 
shoes right. He says that one of 
the most successful big buyers of 
the country today owes his success 
to store meeting ideas. Here is 
what Mr. Marks had to say: 

“At store meetings we all gain 
knowledge beneficial to ourselves 
and the store. We learn what is 
going on in the shoe trade, we get 
first-hand information of the ideals 
and working principles of our store. 
We suggest new things, we argue 
different merchandising questions 
that come up in the store, and we 
get new ideas from the men ‘high- 
er up’ which greatly help us in fit- 
ting and selling more shoes. 

“At our store meetings the sales- 
men and officials meet on the same 
level—it is just like a meeting of 
old friends, we talk and ‘kid’ each 
other until the meeting is called. 
Then for 15 minutes we listen to 
talks from officials and other sales- 
men on topics that are interesting 
to us. Then we criticize these 
talks, expressing our own ideas. 


The meeting is adjourned and we 
start the day’s business with a de- 
termination to outdo former records 
and achievements.” 

SOCPP POPOL PPO PP OLD LIL LOL OPI I LOLOL OOS, 


3 SIGN UP FOR NATIONAL 


Watch the pages of the 
“Recorder’s” “Retail Shoe 3 
3 Salesman” each month for 
news of what’s doing in the 
National and the locals, as 
well as news of individual 
2 members, and retail shoe 
salesmen’s activities every- 
> where. When we say “sales- 
$ men” we always include sales- 
women—there is no sex ques- 
> tion in business today. Re- 
sults—and in this particular 
case “GETTING MORE 
SHOES SOLD RIGHT’—is ; 
what counts. Make out your 

application as follows: , 


Name 


2606064042. 


Address 
Date of Service.............. ; 
RY i aes a ea ie ee $ 

Send application to Robert 
; W. Daley, National Secretary, 
114 Bedford Street, Boston. $ 
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Lait 
Number 185 


ERE THEY ARE — the new 

lasts that certain aggressive retailers 
asked for to increase their sales of CONSTANT 
CoMmForRT and CONSTANT STYLE shoes. 
These six lasts with their shorter vamps and 
broader toes conform closely to prevailing 
shoe fashions; yet without sacrificing any of 
the 7 Points of Merit which have made sales 
leaders of CONSTANT COMFORT and Con- 
STANT STYLE shoes. 


Nationally 
Advertised 











SPRING NUMBERS that COMBINE 


Last 
Number 115 


AULT-WILLIAMSON SHOE COMPANY 
TURN SHOE SPECIALISTS 
Fa&ory and Eastern Sales Division: AUBURN, MAINE 
Western Sales Division: 416 North 12th Street, St. Louis, Missouri 





Lat 
Number 1555 


Las 
Number 125 


You asked 
for 
ShorterVamps 
and 
Broader 
Toes 


These numbers will open an en- 
tirely new sales opportunity to every 
retailer of CONSTANT COMFORT and Con- 
STANT STYLE shoes, because they will sell to 
many women who demand comfort, yet have 
a keen eye for fashion. They will bridge that 
gap between the comfort shoe and extreme 
style footwear. 
In stock now—ready for shipment. Sweeten 
up your line with these-desirable styles. 


A Foot of Comfort 
Means Miles of 
Happfness” 


CONSTANT COMFORT & 
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FASHION with STAPLE STYLE 


No. 159 
Genuine Ruby Kid 
No. 514 
Genuine Ruby Kid 


No. 959 
Patent Leather 


No. 914 
No. 916 Patent Leather 
Patent Leather 


No. 103 
Genuine Ruby Kid 


No. 116 
Genuine Ruby Kid 





No. 101 


Staple Styles . Genuine Ruby Kid 


are Always Good 
ERE are nine staple numbers that A 
are making money for thousands 
of dealers. Their wide popularity guar- 
antees steady sales year in and year 
No. 609 out—freedom from worry and loss 


Genuine Ruby Kid , due to style changes. 


A-W dealers who have built the back- 
bone of their business on CONSTANT 
ComForT and CONSTANT STYLE shoes 
are always secure. They have no fear 
of fickle Fashion. No. 478 


If you are not making the most of this Guae Spee 
angle of your business—this ‘‘stap/e’’ 
trade—let’s talk it over. No need for 
heavy inventory. You can draw on the 
No. 611 A-W complete In-Stock department 
Genuine Ruby Kid \\ for shoes as you do on your bank for 
money —as needed. 





No. 152 
Genuine Ruby Kid 
No. 387 y 
Genuine Ruby Kid 


No. 388 
Genuine Ruby Kid 


CONS ZINES ST71LE Shoes 
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In Pastel Kid— 
Rose Blush trim. 
18/8 full breasted 
heel. 


It is our mission to give such values 

and such service that each season 

our trade can merchandise our shoes 
at a fair and consistent profit. 








DINGLEY-FOSS 
SHOE COMPANY 


FABRIC SHOE MANUFACTURERS 
TO THE WHOLESALE TRADE 


AUBURN , MAINE: 


BOSTON OFFICES 
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Never Better 


470 W 
Blucher Oxford, Patent Leather 
Flexible Welt Oak Soles 
270 W—2 to 5, D 
470 W—5% to 8, O, D 
670 W—8% to 11, B, C, D 
Tan Calf, Watershed Soles 
271 W—2 to 5, D 
471 W-—-5% to 8, C, D 
671 W—8¥% to 11, B, 0, D 
Smoke Elk, Oak Soles 
482 W—5% to 8, C, D 
682 W—8% to 11, B, C, D 
White Elk, Oak Soles 


285 W—2 to 5, D 
185 W—5% to 8, C, D 
685 W—8% to 11, B, C, 





8022 


Girls’ Nugent Oxford Patent 
Leather elt, Imitation Turn 
Edge, 10/8 heel 


2% to 7, AA, A, B, C, D 
6022 


Misses’ with G/8 heel 
11% to 2, A, B, C, D 





Profit after all comes from mark up, and 
the shoes themselves must justify an ade- 
quate one. Mrs. King’s children’s shoes, 
whether infant, child, miss or growing 
girl, always have—never more than now. 
Our stock service is comprehensive and 1565 


Tan Calf Anklet Support Lace 
Turn 


‘up to date. Shall we send a catalog? eas evtinal 








3565 
Tan Calf Anklet Support Lace 
Turn 


MRS. A. R. KING, Inc. paige ke 
811 N. Nineteenth St. 
Philadelphia, Pa. 


OUR TRADE WILL LAST AS LONG AS 
. BABIES ARE BORN WITHOUT SHOES 
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“SPATTEES” 
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STANDARD SPATTEES” HAVE 
WON INSTANTANEOUS ‘SUCCESS 
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Our introduction of Standard ‘‘Spattees” to the 
trade a little over a month ago was marked by 
one of the greatest buying epidemics that the 
shoe and hosiery trades have ever known. Retail 
merchants everywhere ordered in large quan- 
tities and turned over their stocks almost as soon 
as the merchandise was displayed. In other 
words, Standard ‘“‘Spattees” won the instant 


approval of the public, and are here to stay. 


Standard ‘‘Spattees” are made from ‘‘Rautex,” 
a material specially woven for this purpose and 
known for its snug fitting qualities and long 
wear. They are finished in two styles, with and 
without buttons, as here illustrated, with knitted 


cuffs in a variety of designs and colors. 


Standard ‘‘Spattees” preserve warmth in the 
ankles and at the same time possess a style ele- 


ment with an irresistible appeal. 


Write for complete information and prices. 


S. RAUH & CO. 


310-18 Sixth Avenue . . New York 
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19-8 to 21-8 
HEELS 


“Ready Money” 
for Spring 








1B enpcee placed for Spring prove 
a general preference for higher 
heels in women’s shoes—the average 
being 19-8 to 21-8. 












In our-ever present desire to render 
helpful service to the shoe trade, we 
feel that this summary of the best 
selling heights of heel as well as toe 
shapes is a program that can be safely 
and profitably followed in placing 
Spring orders. 





UNITED LAST COMPANY 


BOSTON AUBURN BROCKTON BROOKLYN CHICAGO NEW YORK ST. LOUIS 
MILWAUKEE CINCINNATI LYNN PHILADELPHIA ROCHESTER 
Affiliated Company 
UNITED LAST COMPANY, LTD., Montreal, with Branch Office at Toronto 
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Bearfoot Soles!!! 


300,000 pairs of BEARFOOT 
SPORT SOLES have already been 
sold this month — proving that 
BEARFOOT is THE Sport Sole 
of the year. 










See them on sample shoes now being 





shown by live wire manufacturers and 


you will know WHY we have sold 
300,000 pairs of BEARFOOT 
Sport Soles. 
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The Bearfoot Sole Co, inc M 


g 109 BEACH ST. BOSTON, MASS. 
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a In the last analysis 

it 1s 

FIT 


that clinches 
the 


Profit 
<e 


But of first importance are 


MeNichol & Taylor 
LASTS 


that make 
& 2 the fit i 





“Style all the while 
McNICHOL& TAYLOR Inc. 


Lynn 
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EVERWEAR = ‘EVERY WHER E’’ 
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Does Your Hosiery Department 


Build Shoe Sales? 


Is your hosiery department a clinging vine or a sturdy oak? 
Does it lean on shoe sales for hosiery business, or does it build 


your profit on hosiery merit alone? 

Your customers buy hosiery far oftener than shoes. Your 

hosiery department should bring them in constantly; and thus 

keep them in touch with the new shoe values. 

Such a strong, productive hosiery department is not difficult to 

acquire. Simply put the Everwear trade mark on your counter, 
and the Everwear Mills back of your success. 
Whatever your special merchandising problems, whatever your competition 
worries, whatever style demands you must meet, you can confidently turn to 
Everwear for true cooperation. A reliable, long established, proven organization 
will be working towards a single goal—the success of your hosiery business. 
Today you can start the Everwear Organization building areal hosiery profits. 
Send us a wire or letter, and we'll do the rest. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Men, Women and Children 
Milwaukee 


Za eensesweeam ws f®, 1 RBeainmenS & @ 
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Wisconsin 
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“The Alabam 
One-Strap” 


To Order Only 
Retatis for $7.00 


Keep in Step with Youth and 
You'll Be in Step with Profit 


) 


Selling fashion footwear to young 
women of prep school and college age 
is one of the liveliest branches of the shoe 
business. And being lively, it is highly 
profitable. 


That is the reason Burdett’s Growing 
Girls’ Styles are winning ever-widening 
popularity. We create the sort of styles 
these girls like, and they reward the 
Burdett merchant with a volume of trade 
which enables him to buy freely and 
often. 


Have you seen our early 
Spring numbers? 


BURDETT SHOE CO. 
LYNN MASS. 
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D? Scholl's: 
Nu-Grip Heel Liner 


dena of leading magazines carry to 
approximately fifty million people the 
good news that no longer need they suffer 
blistered heels and ragged out hosiery due 
to shoes slipping at the heel. 

Notice how many who come into your 
store are experiencing this annoyance and 
expense. Many of them have withdrawn 
their patronage from other shoe dealers 
because of it. Sell them Dr. Scholl’s Nu- 
Grip Heel Liner for each pair of shoes they 
have. You'll make immediate profits that 


will more than compensate for the mo- 
ment’stimeit takes—and you'll make friends. 


Put Nu-Grips in the new shoes you sell 
and avoid the risk of heels slipping with- 
out risking a short fit. Adhesite, the glue 
that sticks, is used on every pair of Nu- 
Grips. Unique display material will be 
furnished you to tie up with the consumer 
advertising. 


THE SCHOLL MEG. CO., Inc. 


213 W. Schiller St. 62 W. 14th St. 112 Adelaide St., E. 
CHICAGO NEW YORK TORONTO, ONT: 
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Turns of Distinction 
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T CHICAGO, SOME OF THE The complimentary remarks of new 
foremost merchants accepted the and old friends —~ the gratifying vol- 
invitation to inspect Hooley ume of business secured 
Hand Turns. Many placed their stamp -—— makes us more eager 








no- of approval upon these ex- to keep these dis- 

ds. ceptional shoes by the tinctive Turns on 
orders they their present 

sell placed — —~ high plane. —— 

th- 

lue 

Ju- W. F. HOOLEY SHOE CoO. 

be LYNN, MASS. 

ner New York Office 


Marbridge Bldg., Rooms 854, 856 
47 W. 34th St. 
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The “three leather shoe,” illustrated in Rose 


(| > | | Ritzy Blush and Wistaria Kid piped with Copper 
hin S Y A Patent, is the Ritzy, smartest of the new. It may be bad in 
Shell Gray Kid and Lizard piped with Silver Kid; in Black 


l ] 4 h fr Suede and Lizard piped with Patent; in Gun Metal 41.4 


Kid and Patent piped with Gold Kid - - - + 


om —— ee 


Before a new mode matures, it casts 
style trend shadows before it. Through 
Walk-Over shops in London and Paris, 
the coming mode in Europe becomes the 
current mode on Fifth Avenue, Yet 


34 Boulevard des Italiens 


a? ee at ee ee 


N E W 


more than newness makes de luxe 
Walk-Overs smart. Tailored fit and 
the exclusive Walk-Over narrow heel 
make smart style smarter still. Many 


510 HFTH AVENUE 


ot Fe &* @ fh OR DOD 


"OO: Bs 


Walk-Over shops now offer de luxe 
Walk-Overs in Fifth Avenue styles, 
but— if you prefer, you may order this 
smart new shoe direct from Fifth 


Avenue’s favorite Tailored Shoe Salon, 






372 Oxford Street,W3 
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S. M. Montgom- 
ery, with Shoe Spe- 
ctalty Mfg. Co. 





Eugene J. Lebo- 
witz, with Ajax 
Shoe Co., Inc. 


M. MONTGOMERY, known to 
@his friends as “Monty,” covers 
Ohio, Indiana, Wisconsin, Michigan 
and Minnesota for the Shoe Spe- 
cialty Manufacturing Co., now asso- 
ciated with the Capitol Shoemakers, 
Inc. “Monty” is well known in the 
trade. He manufactured men’s 
shoes in St. Louis for several years, 
prior to making the above connec- 
tion, and his friends in his terri- 
tory are many. He enthusiastically 
celebrated his initial trip in his new 
connection by attending the Chicago 
convention. 


HE Rochester boys recently re- 
elected A. J. McLeod as their 
“Prexy” for 1927, and also the fol- 
lowing officers: First vice-presi- 
dent, J. T. Clark; second vice- 
president, C. J. Vegiard; third 
vice-president, J. P. Beatty; fourth 
vice-president, H. J. Beatty; secre- 
tary-treasurer, Clarke B. Rowley. 
It was decided to change the date 
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Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


in the Nation 
By HELEN M. HANEY 





Charles J. Vegiard, 
of Rochester, 
MF. 





Wm. P. Hennessy, 


P. Sullivan 
Shoe Co. 


with 


of the annual meeting as provided in 
the constitution from the first meet- 
ing in January to the last meeting 
in December. Executive Commit- 
tee: A. J. McLeod, chairman; Clarke 
B. Rowley, G. A. Schaub, C. W. An- 
derson, C. O. Fox; Ways and Means: 
J. W. Castle, C. W. Anderson, Ray 
Statt; Welfare Committee: Harry 
A. Chase, R. [. Seward, C. J. Ve- 
giard; Auditing Committee: C. J. 
Vegiard, C. O. Fox, J. P. Beatty. 
“Sky Parlor” Anderson, at whose 
home the annual meeting was held, 
was presented with a handsome ma- 
hogany humidor as an expression 
of appreciation of his hospitality. 


HARLES J. VEGIARD of 

Rochester is selling the Hones- 
dale Shoe Co.’s misses’ and children’s 
line in addition to the “HapyToz” of 
the W. C. Goodger, Inc., which line 
he has sold for many years. “Char- 
lie” is one of the best known and 
most popular salesmen traveling out 
of Rochester. 
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Frank W. Lord, 


with Cushman- 


Hollis Co. 





Arnold Bamberger, 
with Bond Shoe 
Co. 


W. LORD has recently returned 
‘eto Boston from a very satis- 
factory trip for the Cushman-Hollis 
Co., Auburn, Me. In addition to 
Mr. Lord’s former territory in the 
Middle West, he has recently had 
added that of Pennsylvania, except 
Philadelphia, and part of New York 
State. Mr. Lord says that white 
canvas shoes have sold in goodly 
numbers, also white kid, in addition 
to the many other types sold. 


ILLIAM HENNESSY, who 

represents the P. Sullivan 
Shoe Co. in Cincinnati and West 
Virginia, is now in his territory 
with a brand new line of spring 
samples. 


RNOLD (or “CAP”) BAMBER- 
GER will show the Bond Shoe 

Co. line at the New Willard Hotel, 
Washington, during the days of the 
Pennsylvania Shoe Retailers’ Con- 
vention, January 24-26. “Cap” has 
worked out a “How to Prevent Over- 
buying” system which he has been 








These 
FOUR 
NEW 
COLORS 


PARCHMENT 
STONE SMOKE 


This shade comes in betweeen our 
Light Smoke and Camel Smoke 


ROSE BLUSH 
SHELL GRAY 



















BF prepared this spring to make two or more sales 
of children’s shoes where you would ordinarily 
make one. 


Show mothers shoes for their children made in the. 
same beautiful new shades which they will buy in 
their own footwear. 


Many a mother will buy several pairs of misses’ shoes 
to give more complete harmony with her children’s 
clothes. 


Take advantage of the fact that style in children’s 
shoes is becoming just as important as in women’s. 


Order some SPORT WILO shoes now—made in these 
newest spring shades and see how quickly they will sell. 


—BRANCHES— 
231 West Lake Street, Chicago, Ill. 
100 Gold Street, New York 


( Moke a Profit on Every Pair 
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mean 


EXTRA 
SALES 
OPPORTUNITY 








UPPER LEATHER 
GUARANTEED 





SPORT WILO 


WE GUARANTEE 


that the uppers of any shoes 
bearing this label will not 
break through during the 


wearing out of two leather 
soles—Should they do so we 
will replace the old pair free 





of charge. 


€ 

















C. D. KEPNER LEATHER CO. 


139 South Street, Boston, Mass. 


308 Leather Trades Bldg., St. Louis, Mo. 
200 Davis St., San Francisco, Cal. 
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explaining to merchants interested 
for a long while, and says that 
he will be pleased to do this during 
convention days, “free, gratis,” for 
the dealers. 


WRVING F. HILL has signed up 

with F. Mayer Shoe Co., Milwau- 
kee, and will travel South with the 
men’s line of this house. 


UGENE J. LEBOWITZ, for- 

merly of Rosenwasser Bros., 
Long Island City, is now connected 
with the Ajax Shoe Co., Inc., 111 
Reade Street, New York City, sole 
distributors of New York “Stylebilt”’ 
shoes. Mr. Lebowitz’s experience 
covers a long period of years; he 
has made many friends during that 
time who will be overjoyed to learn 
of his new connection. He plans to 
cover New York, New Jersey and 
all of the New England States. 


OLLY SCHWEITZER of the 

“Golden Gate City” attended the 
annual “meet” of the N. S. T. A. at 
Chicago as delegate from the Pacific 
Coast Shoe Travelers’ Association. 


E. HAMILTON, an “old timer 

@with young ideas,” travels in 
Iowa and Northwestern Missouri for 
the Ault-Williamson Shoe Co. Mr. 
Hamilton began his selling experi- 
ence with James Claypool of Colum- 
bus, Ohio, and later with W. E. 
Schmertz of Pittsburgh, Pa. When 
this firm went out of business, he 
traveled in Western Pennsylvania, 
Ohio and West Virginia for Graff, 
Sons & Co. of Philadelphia. He then 
came West to Iowa for the C. & E. 
Shoe Co. of Columbus, Ohio, and 
later the Kropp Shoe Co. His last 
change was to Constant Comforts 
and Constant Satisfaction. From 
his years of selling experience Mr. 
Hamilton has formed a_ business 
creed, printed on these pages, in the 
articles of which creed will be found 
the reasons for his success. 


J. HUVER covers the jobbing 

@trade of the country for the 
Blum Shoe Mfg. Co. of Dansville, N. 
Y. Charles W. Hall of 72 Lincoln 
Street, Boston, is the New England 
agent for the “Kreep-a-wa” line, 
which was featured in many new 
numbers at the Shoe Wholesalers’ 
Show at Boston recently. Mr. 
Huver states that the Blum folks 
have recently installed a complete 
turn plant and will very soon pre- 
sent to the trade a complete array 
of turns in quilted satin and fancy 
leather D’Orsays, mules and bou- 
doirs, in addition to the present 
product. 





Salesman Hamilton’s 
Creed 





O. E. Hamilton 
travels Ia. and 
Northwestern Mo. 
for Ault-Williamson 
Shoe Co. 


“I believe in the goods I am 
selling, in the firm I am working 
for, and in my ability to get re- 
sults. 

“I believe that honest goods 
can be sold to honest men by 
honest methods. 

“I believe in working, not 
waiting; in laughing, not weep- 
ing; in boosting, not knocking; in 
the pleasure of selling goods. 

“I believe that a man gets what 
he goes after; that one order to- 
day is worth two orders tomorrow ; 
and that no man is down until he 
has lost faith in himself. 

“I believe in today and in the 
work I am doing; in tomorrow 
when it comes, in the work 
I hope to do; and in the sure re- 
ward which the future holds. 

“I believe in courtesy, in gen- 
erosity, in good cheer, in kind- 
ness, in friendship, and in honest 
competition. 

“J believe there is an order 
somewhere for every man ready 
to take one. I believe I am ready 
right now.” 











HE Southern California Shoe 

Travelers’ Association held the 
“neppiest” meeting in recent years 
at the Hotel Hayward, Los Angeles, 
Dec. 28. It being the occasion for 
election of officers, the boys present 
proceeded to reelect Chas. A. Moder 
president, Halsey Elwell vice-presi- 
dent and Fred A. Yeaton secre- 
tary. The old board was also re- 
elected, consisting of C. R. McWil- 
liams, Phil Harris, P. A. Ehrle, 
Harry Cochran and Harry O. Wins- 
low. Present at the meeting, in ad- 
dition to those mentioned above, 
were: Halsey Elwell, H. O. Peyton, 
J. C. Combs, Emil Kappel, A. L. 
Sendall, W. W. Glanville, H. E. 
Hutchinson, Chas. E. Cook, Chas. H. 
Laughlin, M. E. Horner, Orrin D. 
Morse, Nat Berkovitz, and R. L. 
Prather of the RECORDER. Various 
committees were appointed and spe- 
cial stress was laid upon the impor- 
tance of membership. Each member 





BOOT AND SHOE RECORDER 81 


of the association was named on this 
committee and pledge was made that 
each man was to bring in a new 
member within six months. The 
slogan: “One Hundred Strong by 
March 1,” was adopted. It was de- 
cided that weekly luncheons would 
be held at the Hayward and Tues- 
day was selected as the day. Later, 
perhaps about March 1, a big smoker 
and entertainment will be held; in 
the summer, a golf tournament and 
an outing. The Southern California 
boys are “right up on the bit” and 
will make theirs one of the strongest 
organizations in the country. At 
the meeting two new members were 
received into fellowship, Emil Kap- 
pel and Nat Berkovitz. 


W. JOHNSON will show the 

@ Excelsior Shoe Co.’s men’s and 
boys’ lines at Room 834, Willard 
Hotel, Washington, during the days 
of the Pennsylvania Shoe Retailers’ 
Convention, January 24-26. 


HE Western branch of the Endi- 

cott-Johnson Corporation held 
its fourth annual banquet at the 
Hotel Coronado, St. Louis, recently. 
There was an attendance of about 
150 officials, ‘salesmen, other em- 
ployees, and guests. An interesting 
vaudeville performance was a fea- 
ture of the entertainment. Roger 
E. Lord, manager of the local 
branch, was toastmaster. At the 
head table was grouped about 
twenty salesmen who had won 
honors in competing for various 
quotas and goals assigned during the 
year. Each of them gave short 
talks, their keynote being “Greater 
Things for 1927.” C. L. Hein, as- 
sistant to Manager Lord, had charge 
of the dinner arrangements. George 
Browne, who is completing 20 years 
of service on the road for the house, 
was presented with a gold watch. 
All the salesmen are now in their 
territories. 


HARLES AUER, who has been 

one of the leaders of the sales 
force of the Cahill Shoe Co., has 
severed his connection with that 
company to assume the duties of 
manager of sales of the Big “K” 
Shoe Co. of Cincinnati, and will start 
out immediately to call upon his 
many friends in the trade. The Big 
“K” Shoe Co. has recently doubled 
its floor space, adding considerable 
equipment, and is now in a position 
to turn out about 1000 pairs per 
day. The Big “K” line consists of 
children’s, misses’ and growing 
girls’ shoes, men’s “Kumfort” and 
“Kwality” shoes and men’s and boys’ 
“Relax” high grade slippers. 
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The NATURA 


Comfort Has the Call! 


Comfort in hair—comfort in hosiery—comfort in 
hats—comfort in gowns—comfort in footwear. 
Natural Bridge Arch shoes are an important part of 
the new freedom in women’s dress. 













Style today must cooperate with comfort. The 
national success of Natural Bridge shoes is due to 
our ability thus to blend fashion and ease in foot- 
wear and produce a popular-priced health shoe. 







Most orthopedic shoes are expensive. The Natural 








Bridge is a genuine health shoe having all the pres- s 
McELROY-SLOAN tige and high-grade materials of such a shoe, yet is E 
ee salable below the average orthopedic price and at F 





a good profit. 






SHOE. COMPANY 
: “ > 
Semin Ve Everywhere Natural Bridge dealers report, “They 
pars are wonderful sellers! 





orm 







HARSH & CHAPLINE 







SHOE COMPANY Buyers for going businesses everywhere are glad to 
Miwantes, Wis. have our salesmen tell the whole Natural Bridge 
CRADDOCK-TERRY story. 
COMPANY 






Baltimore, Md. 








And our newly acquired branch 


CRADDOCK-TERRY 
COMPANY (of Oregon) 
Portland, Ore. 
McINTOSH CO. 
Springfield, Mass. 
New England Distributors 








Craddock-Terry Sales Offices 


New York 
Room 36, Graham Bldg. 
127 Duane St. 


Philadelphia 








56 North Third Street Tal 
Pittsburgh zh 

404 Blackstone Bldg. 
Chicago i 
Room 510, Security Bldg. Stock No. 4548—Natural Bri a 














No. 
189 West Madison Street Arch Black Kid Wh. Qr. Bal Oxford, 
8/8 Leather : 





> Sigs hay aeeeee ft 
year eit, . ’ 
Los Angeles, Cal. to 8; O, D, B, 2% to 8. 





714 South Hill St. 
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)RIDGE- 


You can’t Improve on nature 


Stock ~ y 4510—Natural Bridge 
Stock No. 4570—Natural Bridge 


Arch oe Kid Windsor One-strap 
B to 8; o, D rapt 13/8 Leather Heel, Rubber 
. ps = et £18 Combination 
st. >; B, ; 
Priced at $3.50 Os, 2% toh ” 
, Priced at $3.50 


Stock No. 4508—Same in Patent 4 
OD. 3% to iss datimaalinans . , 4 Stock No. 4578—Same in Patent. 
’ + fe os 7 . ’ ; . to ; . ’ 
Priced at $3.50 4 2% to 8. 

Priced at $3.50 


Steck No. 4595—Natural Bridge 
Arch Black Kid Wh. Qr. Bal Oxford, 
18/8 Leather Heel, Rubber Tap, Good- 
year on oe6-x Comb. Last. A, 
2 8 to 8; C, D, E, 
2% to ." 

Priced at $3.35 
Stocks No. 4595—Same in Extra 

izes. D, 9 to 10. 

Priced at $3.70 
Stock No. 4566—Same in ie 
Brows Kid, B, 8 to 8; O, D, 2% 
o 8. 

Priced at $3.50 


Stock No. eg ag Bridge 


Lea ay 
r Welt, fe: Comb, Last. 
8; B, to 8; O, D, 


"Priced at $3.85 


Stock No. 4511—Same in St 
lene. et 3% to 8; B, 3 to 8; 


, 2% to 
Priced at $3.50 


Steck No. 4550—Natural Bridge 
B Ritchie On 


Stock No. 4575—Same in Patent, 

Black Lizard Trim and Heel. A, Si 

to 8; B, 8 to 8; O, D, 2% to 8. 
Priced at $4.00 


CO. 


IRGINIA 













BOOT AND SHOE RECORDER January 22, 1927 


The Best SUMMARY of SUMMER 


Colors for Men’s Shoes 


TONY TONY TONY 
GOLD TAN HENNA 




















TANS will again prevail in men’s shoes for next 
summer—ranging from light to medium shades. 







If you will be guided by the orders placed by a very 
large proportion of the best informed metropolitan 
buyers, you will select the three above named TONY 
COLORS. 








Smartly conservative rather than noticeably extreme 
they enable you to meet authoritatively each shade 
preference expressed by men. 















Tony colors include,—-TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 


















CREESE 
Of ee) xt 


ORE © 9.7 SD <a. Sam 4 


95 Sovth St. 
Boston 


ms a 
tno GN 
ise xc 









P. A. HENRY & CO. 
706 B’way, Cincinnati, O. 
62 Mason St., Milwaukee, Wis. 








SILVEY & CHRISTMAN 
82 Gold Street 
New York City 


ALLEN H. McCREEDY 
1602 Locust St. 
St. Louis, Mo. 











HAINES & T 
200 Davis St 
Eal. 


TANNERIES: 
DANVERSPORT, MASS. 
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WOLFELT,ine. 
Broadway 


York 


Bench Made Turns | Goodyear Welts 












* 
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IN STEP WITH 
THE MODE 


OLOR, in deli- 






t 1 ° . . . . 
Agee M4 pili PORTS apparel is coming into its 
9 
style favorite for own. In fact it is the dominant 
Spring, so say the he 's fashi by 
“QUEEN MARIE” cask widen am note in women’s fashions = the 
thorities. spring and summer season of 1927. So 






strong is the trend toward costumes that 





BAKER, in custom- 
ary manner, pre fall into the general class of sports wear 
sents this stunning that the Southern resorts have seen such 
model in an exqui- 
site shade of pastel 
pink with novel in- general afternoon wear at all but the 
terlaced strap of 
harmonizing leaf 
calf and natural 
“Metl-tone.” Heel In many discussions of the new types 
of lezf calf also. 







costumes worn to luncheons and for 






most formal occasions. 








of sports costumes, premier recognition 


at _a_ matchless must be given to the jack i 
+ e jacket or two-piece 

combination with a § J Pp 
costume of similar 
hue! 


bee - jacket is a prime favorite, of course. It 







costumes. These are fashioned of a wide 






variety of materials. The cardigan 







somewhat resembles the old-fashioned 






sweater, but brought up to date by novel 






weaves and the employment of new yarns 






and even of metallic or silk threads inter- 






mingled with the more staple wools. 









7: HE short jacket 
developed in Cré- 
pella, designed in 
shrimp pink by 
Chanel and imported 
by Saks-Fifth Ave- 
nue: Blouse is of 
silk crepe. 








none 8 thane ann fabian 





GDORGE W. BAKER 
SHOE COMPANY 






N 7 


\ 








Oe ee 
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HE composé 

theme well devel- 
oped in this seoft 
woolen dress, the 
waist of beige and 
the skirt of light 
green. The band 
marking the low waist 
line is of dark green 
and the narrow 
leather belt of the 
same color—Best & 
Co. 


Other materials also go into the sports 
costumes. We have the two-piece cos- 
tumes of flannel, of jersey, of linen and 
other materials. Velveteen jackets and 
silk or woolen skirts make up other of 
these charming two-piece costumes and 
even leather is used for the fashioning 


iy INY prints and 
pleats form an 
effective combination 
in this silk dress from 
Jay-Thorpe. 





[7 SMITH ST. BROOKLYN 


A shoe 
to delight 
the femi- 
nine eye, 
styled with the 
usual good taste 
for which Lax & 
Abowitz footwear is re- 
nowned. 


We show “Suzette” in one of 
the popular seasonal colors; 
beige with gingham calf of har- 
monizing shade. Where beige is 
employed as the basic color in a dress, 
“Suzette” can be considered an ideal 
shoe to complete the ensemble. 
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of some of the jackets. In some cases 
the jackets are to be worn over a one- 
piece dress as well as with the separate 
skirt and blouse. Crépella and crepe 
silks also find a place in the fashioning 
of the sports jacket costumes. 


For the more formal afternoon wear, 


fine pleatings and fine silk prints make 


charming dresses for the new season. 
The designs in the prints are so small 
that from a distance the dress appears 
to be of a solid color. 


White also has its place, but, generally, 
the day time gowns of white are trimmed 
with some touch of color, and often of 
_.. two tones of one color in the composé 

The as theme. New designs, by the way have 
“Carlton” a : been applied to compose costumes, one 


Conforms with the a color band in composé tones to define 
Vogue for Beige. : ee 





A piquant version 
of the smart step-in 
pump shown in 
beige moire with 
pastel beige and red 
silk kid cross points 
and appliqué. The 
slender spike heel 
also lends a distinc- 
tive note. 


The “Carlton” is 
the type of shoe that 
puts just the right 
finishing touch to a 
— onegge Pag S 
eige shade, 4 ( 

eniak ‘ie enjoying y= ep EIGE crepe dress 
such _ widespread : with circular 
popularity at the flounces seen at the 
moment. . Ritz at lunch-time. 
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WY HITE crépe is 
used to fashion 
this afternoon frock 
designed by Worth. 
The binding trim is 
of two tones, in this 
case, green. Imported 
by Lord & Taylor. 


the waistline on two-piece dresses and the The “Biltmore” 
other three shades of the same material 
and color, the darkest forming the skirt, 
the medium the mid portion of the long 
blouse effect, and the lighter tone the 
upper part of the blouse and the sleeves. 


A N afternoon shoe in which the com- 


posé theme—the use of two or more 


shades of the same color—has been artfully 
applied. Here we show light with darker 
tone trim of pastel green, a predominant 
note of the early Spring mode. The leather 
is pin seal morocco. 


A color scheme of this nature combines 
beautifully with a gown of white texture 
which carries the same two shades of green 
for trimming. The same design is copied 
in various other color combinations. 


(* EEN flannel 
sports costume, 
worn with white silk 
blouse. By De Pinna. 


2405 DACIFIC STREET 


BROOKLYN 


New York Showroom: Suite 651 Marbridge Bldg. 


ad 
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in the Boot and Shoe Recorder 














NATIONAL NEWS 





SATURDAY, JANUARY 22, 1927 


EVERY WEEK 











New Officers Selected at An- 
nual Meeting; Preparing 


Fight on Legislation 


New YorkK—John J. Holden, head of 
the shoe departments of Oppenheim, 
Collins & Company, and chairman of 
the styles committee of the N. S. R. A. 
was elected president of the Retail 
Shoe Dealers Association of New York 
City at that organization’s annual 
meeting at the Cafe Boulevard, Tues- 
day, Jan. 18. Other officers elected 
were Philip Bender, first vice-presi- 
dent; J. M. Robinson, second vice- 
president; Philip Friedman, third vice- 
president; Max Deutsch, fourth vice- 

resident; Gustav Pick, treasurer, and 
Tunmaes S. Hirsch, secretary. 

Mr. Holden, in his inaugural address, 
predicted an active year for the associ- 
ation in view of the possible adverse 
legislation that promises to come be- 
fore Congress. He promised a vigor- 
ous membership campaign and other 
activities. 

The remainder of the meeting, fol- 
lowing the election was given over to 
reports on the Chicago convention by 
Jesse Adler and J. M. Robinson. 

The question of taking action re- 
garding an advertisement which cast 
reflections upon the retail shoe trade 
generally by a local retailer here was 
discussed and final disposition was left 
to a committee composed of Mr. Hol- 
den and John J. Slater. 


Schumacher Store Moved 


MILWAUKEE, WIs. — Joseph A. 
Schumacher, one of Milwaukee’s oldest 
retail shoe men who has been formerly 
located in the Plankinton Arcade Build- 
ing, moved into a new shop in the Hotel 
Pfister on Wisconsin Street, where he 
has one of the finest men’s shoe stores 
in the city. 

Mr. Schumacher’s shop is the one 
just west of the entrance to the Hotel 
Pfister. Two windows in the front of 
the store give ample space for display- 
ing the Johnson and Murphy and the 
C. B. Slater lines of men’s footwear, 
which the Schumacher store has fea- 
tured for years. 

While in the temporary location be- 
fore moving into his new store, Mr. 
Schumacher closed out his entire line 
of ladies’ footwear and will concen- 


trate on men’s shoes in the future. The 
personnel and organization of the store 
remain unchanged. 


John J. Holden Heads New York 
City Retail Shoe Association 





Milwaukee Nominations 


MILWAUKEE, WIs.—The January 
meeting of the Milwaukee Shoe Retail- 
ers Association was not held this 
month, due to many of the members at- 
tending the Chicago show, and the an- 
nual election of officers has been post- 
poned until the February meeting. 
Candidates for offices in the association 
as selected by the nominating commit- 
tee are: President, Charles Collar and 
W. J. Muckle; vice-president, John 
Geisinger and Henry Lemay; secretary, 
W. F. Wuerl and M. S. Cyganek; treas- 
urer, Ray Ripple and Emil Ahrens; di- 
rectors, F. L. Kuss, August Kuphal, 
Ed. Schneider, W. J. Samolinski, Her- 
man Tate and Bernard Schendel. -Mr. 
Collar has been the president of the as- 
sociation during the past year. 





Whiddon to Open Store 


Datutas, Texas (UTPS)—What is 
said will be one of the most exclusive 
and most elaborate shoe salons in the 
Southwest is to be opened here by Dred 
Whiddon, for years manager of the 
women’s shoe department of Leon 
Kahn. Mr. Whiddon is now in the 
East buying his stock and will return 
to Dallas in a short time to open his 
new store. The new shoe shop will be 
located in the Athletic Club Building 
on Elm Street. 

This location is adjacent to the the- 
ater district and to the main parking 
district of the city. 

Mr. Whiddon announced he _ will 
handle women’s shoes exclusively in 
the very latest styles at prices ranging 
from $10 to $25. 


Ralph Ellis Succumbs 


St. Louis—Ralph Ellis, manager of 
Sonnenfeld’s Shoe Department and 
well known throughout the United 
States in both the wholesale as well as 
the retail shoe business, died of pneu- 
monia Wednesday, Jan. 5 at Missouri 
Baptist Sanitarium. He had been ill 
since the middle October with peri- 
tonitus which he had conquered but 
pneumonia developed later causing his 
death. He came to St. Louis five years 
ago and was assistant buyer of the 
shoe department of Stix, Baer and 
Fuller later he went to the Fair Com- 
pany in Chicago and two years ago 
became manager of Sonnenfelds in St. 
Louis. 

He was buried Sunday, Jan. 9, in 
Bellefontaine Cemetery. A widow sur- 





vives him. 





St. Louis Trade Marked 
by Spottiness, Report 


St. Louis—With the first blush of 
January sales removed retail shoe 
business for the week ending Jan. 8 
found trade spotted in the down-town 
stores. 

The popular priced stores reported 
business as being about equal to the 
previous week’s volume. Some stores 
showed more activity and in these in- 
stitutions slight increases were noted. 
The high grade stores were better 
patronized and operators stated their 
business was good. 

That this season of the year was 
one of dullness was the attitude of a 
few, but, for the most part, retail mer- 
chants were putting their big efforts 
into cleaning up their stocks of un- 
desirable merchandise. Not much of 
this, however, exists from a casual 
check-up with shoe merchants. The 
stocks are rather void of shoes that 
cannot be disposed of. Apparently the 
selections of retail shoe operators 
during the past season were more ac- 
curate than usual. 

Few if any calls are being heard for 
spring footwear. Using excellent dis- 
cretion retail merchants are withhold- 
ing their spring footwear realizing that 
a too early presentation may have a 
reaction on certain styles later. ll 
who have discussed the question say 
it is too early to show spring shoes. 
Red and blue kid were asked for in one 
of the larger establishments and it was 
the opinion of the manager that there 
will be some demand for this type of 
footwear as the season advances. New 
shades in spring footwear being bought 
by women are parchment and some 


rose-blush. . So few pairs are being 
sold that it could not called a trend 
of style. 





Chicago Sales Progress 


CHIcaGo—Shoe sales were in prog- 
ress in almost all of the Loop stores 
during the past week and in many of 
the neighborhood stores, principally in 
the Cottage Grove and Wilson Avenue 
district, with varying success. 

On Saturday in the Loop, the O’Con- 
nor and Goldberg store and the Wolock 
and Bauer store gave one the impres- 
sion of a tree trimming counter on 
Christmas Eve. They were crowded 
almost to the point of a riot late in 
the afternoon while many other shops 
in the Loop and on the same street 
showed only an indifferent trade. 

Undoubtedly the answer lies in good 
advertising and reputation of the stores 
mentioned, but there are other well 
known shops on State Street, too, and 
they didn’t have the crowd. There was 
nothing sensational in the sale prices 
in either store—no more so _ than 
usual at this season. Beyond this, buy- 





ing has been rather indifferent. 
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Weiss and Phifer Join 
Wise Shoes Directorate 


New YorkK—The directors of Wise 
Shoes, Inc., announce the admission of 
Nathan L. Weiss and Harold K. 
Phifer as participating stockholders in 
the corporation. They will hold the 
offices of second and third vice-presi- 
dents, respectively. 

This announcement marks the in- 
ning of a new era in the Wise Shoe 
Co. Heretofore, it was a closed corpo- 
ration, with founders of the Wise Shoe 
Company only, holding stock and 
directorship. The breaking up of this 
closed corporation indicates great ad- 
vances in the near future and an ex- 
pansion into new fields. , 

This step comes as a recognition of 
the essential parts these men play in 
the organization and partly as a re- 
ward for loyal and efficient service. 
Mr. Weiss, as general manager, has 
distinguished himself by his capable 
management of the affairs of the 
stores throughout the chain. Covering 
16 stores, continually, he has every de- 
tail at his finger-tips, and can analyze 
a situation at a glance. His efficiency 
and capacity for work have made him 
invaluable. 

Mr. Phifer, a more recent acquisition 
of the company, has quickly proved 
himself one of the most capable of the 
executives. He brought with him a 
wealth of experience, an artist’s eye 
and a sound ju ent, and having 
adapted these to Wise policies, estab- 
lished himself as a valuable aid to 
the buying department of ladies’ shoes. 


Louis Linder Dead 


ROCHESTER, N. Y. (UTPS)—Louis 
Linder, eighty-eight, one of Corning’s 
most prominent citizens, died at his home 
there last week. He was proprietor of 
Linder’s Shoe Store, one of the largest 
in the city, and in addition was a 
large operator in real estate. 








For the Woman Who Cares 




















Selected from Atlanta, Ga. 





Reports Good Trade 


CINCINNATI—R. L. McAndrews of 
the Queen Quality Shop on Race Street, 
is conducting a very satisfactory clear- 
ance sale and business has been ex- 
ceptionally good. He is showing some 
very attractive new shoes; one of rose- 
blush kid, colonial pump with bronze 
beaded buckle and 15/8 Cuban heel, this 
also being made up in a patent and 
a pastel parchment. Also a bracelet 
slipper with buckle fastening, flesh- 
tone vamp and open quarter, with 
modeled snakeskin trim and 22/8 spike 
Louis heel. 

C. L. Hatfield, formerly of the Queen 
Quality Store in Atlanta, Ga., has 
again taken up his residence in Cin- 
cinnati and is associated with Mr. Mc- 
Andrews at the local store. 


Levison Bros. Entertain 


RICHMOND, Va. (UTPS)—In closing 
a most successful season for the year 
1926, all employees in the Bristol, Va., 
branches of Levison Brothers Shoe 
Company, several visitors from out-of- 
town stores, the managers, their wives 
and sweethearts, were banqueted by 
H. A. Levison in the banquet hall at 
Everett’s Café, Bristol. 

About thirty were present for the 
dinner, which was served in the pri- 
vate parlors of the café. Music was 
furnished throughout the méal by an 
orchestra. 

Mr. Levison acted as toastmaster, 
first greeting his guests, and extending 
to them his wishes for their prosperity 
in the coming year. During the course 
each guest was introduced, and several 
talks were made by Mr. Levison, 
Thomas Cartwright, manager of the 
Greenville, Tenn., store; M. L. Sample, 
manager of the Johnson City, Tenn., 
store; Henry Goldstone, former man- 
ager of the Economy Shoppe and spe- 
cial guest of Mr. Levison, and L. A. 
Owen, manager of the Bristol store. 


Baltimore Sales Good 


BALTIMORE, Mp. (UTPS)—Good re- 
sults are being experienced by local 
stores in their January sales of shoes. 
These sales are now in full swing, all 
the stores participating, even those 
who -did not feature these sales imme- 
diately after the holiday season. The 
savings offered are varied, as are also 
the prices. 

The buying shows a marked tendency 
for the better grade shoes, this being 
due, it is claimed, to the realization 
of many women that they can buy now 
the best in shoes for the same price 
that ordinarily they pay for shoes not 
classed as good as those. This ten- 
dency is apparent at the exclusive 
stores as well as at the less prominent 
and also at the chain stores. 


Cantilever Remodels 


CoLumBus, OH10 (UTPS)—Repaint- 
ing and remodeling of the Cantilever 
Shoe Store gives it walls of soft dove 
gray, a color which is repeated in the 
low, oil-finished backstop of its display 
window. Proximity to an exclusive 
jewelry store and a very fashionable 
restaurant and tearoom is proving in- 
creasingly advantageous to this estab- 
lishment. 





Cincinnati Strong 
on Russian Boots 


CINCINNATI—The past week has 
been dull in local stores, although busi- 
ness has been some better than that 
recorded for the corresponding week of 
last year, which is encouraging for the 
future outlook. Many sales are in 
progress and few of the merchants are 
putting out a large assortment of their 
new spring shoes until after these sales 
have more or less depleted their winter 
stock. Two ‘buyers report that a 
“world” of boots has been sold recent- 
ly, and from the number seen on the 
streets almost any day, this condition 
has been more or less general. One 
of our large buyers said that to sell 
36 or 48 pairs of these during the day, 
is not unusual. The cold spell which 
Cincinnati is having, finds the wool 
spattees popular, as are also the 
legettes, which look very trim and com- 
fortable when properly fitted. 

Patent leather with colored trim- 
ming is in the lead just now, having a 
sudden spurt, probably due to sales, 
although they are being bought in high 
grade shoes not on sale. 


New Daniels Store Opens 


CINCINNATI, OHIO.— The Daniels 
Shoe Store is now located in their spa- 
cious new quarters at 109 West Fifth 
Street. The building, which is: owned 
by the Daniels company, was remodeled 
to their own designing. It is finished 
in mahogany, with light gray opera 
chairs and stock cartons. A mezzanine 
for surplus stock corresponds, as does 
also the very charming hosiery depart- 
ment in the rear of the store, which 
has a display of hosiery made most 
attractive by illumination. Miss For- 
man, expert saleslady and _ hosiery 
buyer, is in charge of this department. 
The new store will feature medium and 
high grade footwear for women. 








** Something New On Foot’’ 
Collegian Grain 


Ina Trustworthy 


Heywood Shoe 


A new triumph, of leathercraft 
expressed in @ handsdme’ and 
hardy grained tan _ calfskin. 
Dreadnaught mpdel, with broad 
toe and heel arid seams in new 
strapped effect. ‘Step out in front 
in a pair of these aggressive new 
Heywoods 

The BUCKINGHAM is a Heywood for gentlemen 
who want something live, yet not loud. This re- 
fined model is $10, too. 


eJACOBS « JEVY 


Selected from Richmond, Va. 














bak | lfa” 
also with Cuban heel 


B-773—Patent, 19/8 Hee 
B-763—Parchment ong "10/6 Heel 


B-774—Patent, Ouba: 
B-764—Parchment Calf, Cuban Heel 


“Okay” 


B-256—Pearl Gray Suede 
B-259—Parchment Kid 
B-260— Patent 


“Tleana”’ 


B-283—Pearl Gray Suede 
B-284—Parchment Calf 
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B-792—Parchment Calf (Abbo Patent Underlay) 
B-793—Patent (Parchment Calf Undérlay) 


B-282—Pear! Gray Suede 
B-258—Parchment Kid 
B-573—Black Satin 
B-572—Patent Leather 
B-224—White Satin 
B-575—wWhite Kid 





Terms 
Net 30 Days 











8-709—Parchment Calf (Abbo Patent Piping) 
B-708—Patent Leather (Parchment Calf Piping) 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 


Oakland, Cal., Office: 424 , petetow Ave. 


New York Office: 612 Marbridge Bldg. 
YLAN H. S. KUSHIN 


B. W. MO 
Cleveland Office: 1599 Union Trust Bldg. 
A. F. JENKS 


Los Angeles Office: 107 East Sth Street 
E. VanDEGRIFT 


Chicago Office: ed Hotel 
F. vs. SATEK 


oe We 
Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Installs Kiddies’ Dept. 


NASHVILLE, TENN. (UTPS)—The 
Castner-Knott Dry Goods Co. has put 
in a special children’s shoe department, 
which is on the second floor of the big 
store, not far from the children’s 
ready-to-wear clothing section. 

Miss Mary Miller, who has been con- 
nected with the shoe department for 
several years will be in charge of the 
new section. The chairs have 
chosen to fit the smallest customers, 
while a “Flying Dutchman” is in the 
center of the room to amuse those who 
are waiting. 

Al B. Smith, who is in charge of 
the shoe department, is particularly 
proud of the pennant won by his de- 
partment for the largest percentage of 
increase of business of any department 
in the store. 


Gave Slippers Away 


Houston, Texas (UTPS)—The Co- 
lumbian Dry Goods Company of Hous- 
ton, a concern which carries a large 
stock of women’s shoes, found, through 
a special sale, that the old desire in 
shoppers to get something free is as 
strong as ever. Recently this store 
staged a sale on women’s shoes in 
which a pair of boudoir slippers, which 
had been selling at the time at $2 per 
pair, was given free with each pair of 


shoes purchased at a one day sale. The |: 


company moved out more than 500 pairs 
of women’s shoes. The sale featured 
step-ins and oxfords in patents. kids 
and calfs. The patents and kids were 
in a variety of shades and combina- 
tions. 


Leon in Nashville 


NASHVILLE, TENN. (UTPS)—Joseph 
Leon has taken over the management 
of the Chandler Shoe Store, which is 
located on Church Street, doing a cash 
business. Mr. Leon came to Nashville 
= the Chandler Store in New Or- 
eans. 


Shoe Store Holdup 


St. Louts—John Ethridge a sales- 
man for the Shoeland Shoe Company, 
410 North Seventh Street, was held up 
and robbed of between $500 and $600 
of the firm’s receipt by a lone bandit 
shortly after he opened the store at 8 
o’clock Monday morning, Jan. 10. The 
loss was partly covered by insurance. 








First Showing of 


New Spring Shoes 
Featuring the Accepted 
New Colors 
Rose Blush— 
Coolidge Grey 


aried. All strictly Brook- 
lyn Bench made and economicaily priced at— 


$7.00 


Comet Shoe Co. 


113 Fayetteville St. 











Selected from Raleigh, N. C. 





Two Eds 





Ed Snyder 





Ed Hertzler 


These two Eds are proprietors of 
Snyder & Hertzler, Inc., at Burling- 
ton, Iowa, where they opened a fine 
shoe store in a remodeled building last 
fall. Business has been going strong 
with them ever since. They have an- 
other store in Galesburg and are think- 
ing seriously of starting several others 
and welding a new chain. 


Ken Kernan Back 


CINCINNATI—Kenneth Kernan, man- 
ager of the Mabley & Carew Shoe De- 
partment, has returned from his trip 
to New York and Boston, at which 
latter city he attended the Shoe Con- 
vention. He is offering at this time a 
gun metal silk kid colonial pump with 
metal buckle ornament and square 
— heel, which is proving very popu- 
ar. 





Hess, Merchandise Man 


NEWARK, N. J.—Harry Hess was re- 
cently appointed new merchandise man- 
ager of the City Stores and Goerke 
Company shoe departments. Among 
the list of the stores included are Love- 
man, Joseph & Loeb, Birmingham; 
Kaufman - Straus Co., Louisville; 
Maison Blanche and Maison Blanche 
Bargain Annex, New Orleans; B. 
Lowenstein, Memphis; Goerke-Kirch 
Company, Elizabeth, N. J., and the 
Lisner Company, this city. Mr. Hess 
will make his headquarters at the City 
Stores New York office, 112 West Thir- 
ty-eighth Street. Mr. Hess was for- 
merly with Frank & Sedar of Detroit, 
Mich., and the Bailey Company of 
Cleveland. 


Uses Living Model 


NASHVILLE, TENN. (UTPS)—A liv- 
ing model in the windows of the All- 
America Shoe Store on Fifth Avenue, 
showing the new line of shoes, “The 
Girl Friend,” attracted much attention 
from the shopping crowds one day last 
week. Interested persons came in to 
the store, where the model walked up 
and down showing special styles. This 
is the first time in Nashville that a 
model has shown shoes in the windows 
of a downtown store, and J. E. Callo- 
way, manager of the All America, says 
that he is pleased with the result of 
the experiment. 





Wet Us DANCH 
and Be ACERRYg 


3 cA smart FOOTHOLD ia so- * 
cial activities gives decided > 
j _ 26% to the gaiety of this boli- 
> BIN day season. And as smarmess 
: begins where slender heels tap 
iZh, the polished floor, let us sug- 
gest = new evening slippers; 
such as the two modeis below. 


a 
‘Denia 
ae s 


L'Opera 


Two Models of 

Graceful Loftiness 
As you know... the later the 
hour, the higher the heel! Which 
epson we See 
shoes pictured. 


L’Opers 
Asreits 
13.00; mm, satin. 
masa 
$12.50 


black 

aA 

of ie patent or 

bugstbhe beelaad 
$15.00 


4% 


SBloes Meet Their Match in.» Hosiery Hi 
NNES SHOE CG 


Ng? 642 SOUTH BROADWAY 
Hollywood Bivd. 452 E. Colorado $e, 
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Shoe Market News 


Sources of Supply That You Should 
Follow—Weekly Opinions of 


° ° ¢ The Cincin- 
Cincinnati nati factories 
are still working on orders for im- 
mediate delivery. A lull had been 
felt for a week or ten days in some 
quarters, due to the delayed buying 
on account of the Style Shoe, but 
business has taken a turn and pro- 
duction will be pushed to the limit, 
as orders have far exceeded expecta- 
tions. A pronounced increase in de- 
mand is shown for parchment. kid, 
rose-blush and shell gray. Paisley 
and patent combinations are gooa, 
and reptile trims are still selling. 
Shades of tan with contrasting 
trims are holding well. Blond kid 
is becoming more popular, and this 
color is considered very good for 
afternoon occasions. 


Welts Show Increase 


By J. S. Roth 
The Roth Shoe Mfg. Co. 

Here in Cincinnati we have always 
maintained that better shoes, par- 
ticularly the welts, would come back, 
and the events of the past twelve 
months have proved the truth of our 
contention. Newspapers today, 
while they still carry advertisements 
of lower grades, and always will, 
are filled more and more with space 
advertising shoes from $8 to $12. 
Many people want shoes that will 
wear and fit, and it is the merchant 
who is handling these types of shoes 
who is going ahead in his com- 
munity. It is the merchant who is 
giving quality plus fit and wear who 
has a real hold on his trade today. 
Quality plus fit and wear are usually 
found in welt shoes. I believe that 
the retailer who persists in buying 
bizarre, flashy shoes, using patterns 
he cannot reorder on, putting these 
shoes out with price as the bait, is 
gone. The trend has swung away 
from this. The demand today is 
for good-fitting, good-wearing shoes, 
neat and stylish in their appear- 
ance. People realize through bitter 
experience that low-grade shoes are 
not what they want, and that to pay 
from $8 to $12 for shoes that really 


Leaders of Industry 


give satisfaction is less expensive in 
the end. It is in this price range 
that the volume of shoes are going to 
be retailed in 1927. 


° St. Louis manu- 
St. Louis facturers, who ex- 
hibited their lines at the National 
Shoe Retailers’ Association conven- 
tion in Chicago were well pleased 
with the business booked. While all 
of them were not at the Sherman, 
those exhibiting at other hotels were 
just as enthusiastic regarding busi- 
ness as those at the headquarters 
hotel. In fact,;it was generally con- 
ceded that more business was done 
at the Morrison than at the Sherman, 
and a walk through the lobby was 
convincing evidence that hundreds of 
merchants were placing a good por- 
tion of their business in this hotel. 
Colored kid without question was 
outstanding in the footwear fash- 
ions selected. This does not mean 
that this material was exclusive in 
the merchants’ selection, as patent 
trimmed shoes were not neglected. 
One large specialty manufacturer 
announced twice the amount of busi- 
ness booked over that of the 1926 
convention. The popular-priced 
manufacturers reported unusual or- 
ders, and perhaps in this field the 
volume was greater than in the 
higher-priced grades. 


Increase Predicted for This Year 
By John A. Bush 


President, Brown Shoe Co. 


The first six 
months of the 
year were quiet. 
Beginning about 
July 1, the- de- 
mand for shoes 
increased, and all 
factories have 
been running 
fairly full since 
that time. The 
total of all shoes 


manufactured and John A. Bush 


distributed by the St. Louis zone 
will be very close to $250,000,000 
for the year. A number of small 
specialty concerns which started in 
business during the past few years 
report progress. Several new fac- 
tories were built during the year, 
also additions made to plants of 
some of the large manufacturers. 
The Brown Shoe Co. built and 
equipped a new factory at Vincennes, 
Ind., now manufacturing 3600 pairs 
per day of children’s stitch-down 
shoes. They also purchased two 
tanneries formerly owned by S. 
Moensch Sons Co., Gowanda, N. Y., 
which are now being operated by the 
company. The International Shoe 
Co. acquired the tannery of Cover & 
Co., Philadelphia. Employees of the 
St. Louis shoe industry number more 
than 40,000 people. 


L n More welts are next on 
YMTD the list, tailored welts 
for afternoon dress wear and sport 
welts for informal dress wear. New 
type welts, experimentally made, 
weigh fourteen ounces to the pair. 
Why not summer-weight welts for 
women? More McKays, to be sure, 
and better. 

Blacks will make another bid for 
favor; especially the blacks with col- 
or trims. Whites with trims will 
come later. Present business, brisk- 
ly going on, is that of making ties, 
oxfords, pumps, step-ins, according 
to the style program and in colors by 
the chart. The race to make quick 
deliveries is on. 

Attacks on standard sizes con- 
tinue. “No two pairs of feet are 
alike, any more than are two faces 
or two thumbprints,” says one Lynn 
authority. “We must have individu- 
ality in sizes as well as in styles.” 
Lynn firms are testing shoes for fit 
by the X-ray machine; also, by the 
actual wear of shoes by two or three 
models, each of a different type. The 
finer fitting of shoes, as well as the 
finer styling, strengthens the grade- 
up movement. Heels continue to 
range from the “bungalows,” 4/8 
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high, to the skyscrapers, 26/8 high. 
The happy medium sells best. 
Trims are intriguing, being of in- 
tricate shapes and fascinating hues, 
the colors of the trims to contrast 


with the hues of hosiery or apparel- 


according to the fancy of the wearer. 
Smart tailor style trims are being 
tried. Scalloped inlays, overlays 
and cut-outs are following scalloped 
collars up the ladder of fashion. 


Even the Pattern Must Fit 
By “Phil” Sanborn 
Sanborn Pattern Co. 

There is a fit of patterns, as well 
as a fit of lasts. A salesman may 
have a shoe made over a last that is 
the perfection of style and fit, inso- 
far as last, style and shape are con- 
cerned. But he cannot get that shoe 
on the foot unless the pattern also 
fits. For example, take a pump last 
that is the perfection of measure- 
ments. If the opening in the pump 
(the distance from the throat to the 
back stay) is too short, the clerk 
cannot get that pump on to any nor- 
mal foot. If that opening is too 
long, the pump will slip off. 

A shoe may fit~perfectly on its 
tread lines, and in length and width. 
But if such a trifling detail as the 
height of the quarter is incorrect, 
that shoe won’t fit. If the quarter 
is too high, the back will bite into 
the heel; if it is too low, the shoe 
will slip. 

I wonder how many retail sales- 
men realize that we have to fit straps 
of patterns according to the height 
of heel, as well as the pitch of the 
strap? I also wonder how many rea- 
lize that if we do not join the vamp 
and quarter at the proper point, ac- 
cording to the style of the shoe, the 
shoe won’t fit neatly? 


Consider- 
able stimulus 


Brockton 


was given to production during the 
week just closed as a result of busi- 
ness picked up by the Brockton 
group of exhibitors at the Chicago 


and Boston shoe style shows. Many 
of the manufacturers here are strong 
believers in exhibits for pulling in 
business, and particularly three or 
four catering mostly to the jobbing 
trade found the shows lucrative. 
Practically every one of the larger 
factories are running near to top 
production of last fall, and there is 
a sharp call for cutters, practically 
all of whom are now working. 

It is to be a colorful spring as far 
as shoes are concerned, judging from 
the shoes now going through the cut- 
ting rooms. Orders for men’s styles 


other lines of business. 
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run almost entirely to tans, with the 
lighter shades predominating. There 
are few blacks. Combinations in 
colors are popular, too. As for 
women’s, straps constitute the 


‘greater part of the output, with an 


alluring combination of leathers of 
light parchment shades made up in 
harmonizing tints and in _ solid 
leather modes. Lacings and buckles 
will be handsomer than ever. 


Higher Quality Needed 
By Harold C. Keith 
President, George E. Keith Co. 


During 1926 
the shoe and 
leather trade, 
with cotton, lum- 
ber and some 
others, was not in © 
tune with the 
general prosperi- 
ty throughout the 
United States. It 
is a well known 
fact that these 
industries 
are equipped to supply more goods 
than the consumer can buy. Our 
country’s prosperity has come about 
through the enormous expansion in 
the automobile, radio and certain 
Financial 
experts predict that this prosperity 
will continue during 1927, and it is 
up to Brockton to qualify for its 
share of the country’s shoe trade by 
maintaining and improving not only 
the quality of our merchandise, but 
the quality of our service as well. 
Officers and executives of this com- 
pany have not been satisfied with the 
business done during the year just 
closed, but everyone of us and our 
salesmen have made an honest ef- 
fort; and with greater determina- 
tion for the new year, we are hopeful 
that our combined efforts will bring 


us success. 

° Intensive drives 
Haverhill in the Chicago 
and Boston markets by local shoe 
men have netted substantial spring 
business, and local production units 
are about to launch out into the new 
season. The shoe men, particularly 
those making women’s novelties, re- 
port good business and are looking 
forward to a very satisfactory sea- 
son. The colored kid rage is a 
source of great concern and the kid 
market is cause of considerable 
worry. Some success is reported in 
diverting business into black satin 
and black and colored patent. Sev- 
eral of the local plants serving the 


Harold C. Keith 
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department store trade have been 
successful in booking business in 
blacks. Hope is growing that an out- 
let will be found for satin and patent. 
Colored kid, however, rules pre- 
dominant, as forecast, and pastel 
parchment, rose blush and shell gray 
are .being snapped up. The new 
gingham kid also is strong. The 
shoe men, however, view colored kid 
as a necessary evil, and are at every 
opportunity introducing. combina- 
tions in new colored patents, and the 
new printed leathers. Heels run 
high to 20/8 and 22/8. The slender 
modes show increasing popularity, 
and local heel plants are getting out 
some new French heel numbers. All 
the new patterns express Spring. 
Daintiness in design and color are 
predominant. Ties, fancy pumps 
and straps hold as advance reports 
indicated. Turn men are finding en- 
couragement in the demand for bet- 
ter grade merchandise. 


* * * 


What About Children? 
By Louis Rosenwasser 


Dr. A. Posner Shoes, Inc. 
New York City 


Why is it that little or no time 
for discussion of children’s shoes 
is given at the various retail con- 
ventions? At Chicago there was 
much talk about the men’s shoe 
business and methods of stimulating 
it. Style in women’s shoes was 
freely discussed. Nothing was said 
about children’s shoes. Yet when 
properly conducted, a children’s de- 
partment is very profitable. More 
than that, to satisfy the child is to 
make a future customer for life. 

The trouble is that most shoe re- 
tailers carry children’s shoes just 
as a groceryman carries sugar—not 
to make a profit, but because the 
other fellow does it. Some of the 
big retailers, however, are beginning 
to feel that there is a good and 
profitable field in children’s shoes. 
They are paying attention to proper 
fit and to satisfying the child as 
well as the parent. In every shoe 
store, no matter how small, at least 
one salesperson should be delegated 
to handle the children’s trade, to 
make a study of it and to specialize 
on it. Then let the retailer carry 
full size ranges in children’s shoes 
and he will see his profits grow. 

There is a tendency right now 
toward better grades of shoes for 
children and. wise merchants are 
cashing in on it. 
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No. 23, Tan Kip Bai. Oxford, our new combination 
last, D de: 
$2.15 


ee are ‘ahs sa ~~ — 
poor i 
A 
ar Terms: 
O e to : 2 2.45 ‘ 5% 10 days 
; : 2.60 2% 30 days 
2.80 


e i 
at Your Windows? : ’ 4 ame last and pattern in Tan Crystal Calf, 
: D Wide: 


RE your windows good salesmen? Do - re 
they command the interest of the hundreds y 2% 30 days 
of people who pass your store each day? 

There is a er way to display shoes that ae Se ae 
will give your windows new life, new snap, | Makers of Boys’ Shoes Since 1906 
that will lift them out of the ordinary and 3 
make them distinctive. Fairy Forms do the x HARRISON SHOE COMPANY 
trick. x 186 Lincoln St., Room 808, Boston, Mass. 

Fairy Forms not only tree your display NNW NRE RR RRR NNR OER NEE RE ES 
models better than any other form now on the 
market but they add a distinction that is indi- 
vidual. Made of Fairylite, a material that is 
light and airy, they give your models a new 
breezy look. They enhance every style feature. os 
They hold every graceful line ‘s aes The Bows T39 a of Disp oy Fixture worgg 
delicate leathers of the fine pumps are correctl .A.N.K.H. 
formed—never pulled or Seed out of aes. F-R A N K E oy 
The rugged nature of the brogue is in no way WROUGHT IRON 
destroyed. 

Color, so essential to an attractive window 
display, is also possible with Fairy Colored 1S 
Forms. Striking color contrasts or beautiful har- nl SYNONY- 
monizing effects may easily be created by them. MOUS SUPPLIED IN 

HOW TO OBTAIN FAIRY FORMS WITH VARIOUS 

Fairy Forms may be obtained from the GOOD DESIGNS 
manufacturer who sells you your shoes. He DISPLAYS 
will gladly supply you with display models ' AND 
properly Fairy Formed over his own lasts. SEND FOR COLORINGS 

CATALOG 
BS 27 


mt ee 


The se Form ne ed Ine. 


AUBURN, N. Y. 


Fairy Forms are fully protected by American 
and Foreign patents. 


Boston Office: 


FAIRY FORMS |e ===" 
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Shoe Wholesalers Look for Stull 


Larger Business Increase in 1927 





Optimistic Note Sounded at 
Meeting of National As- 
. sociation in Boston 


Boston—A more cheering outlook 
for the wholesale shoe distributors was 
pictured at the twenty-eighth annual 
meeting of the National Association of 
Shoe Wholesalers, held in the Elks 
Hotel, Boston, Jan. 11. The meeting 
in many respects was one of the most 
important in the recent history of the 
association, notably because it was the 
first genuine get-together of whole- 
salers and manufacturers producing for 
the wholesale trade in the many years 
of their mutual relations. 

The association has benefited so 
greatly from the leadership of Presi- 
dent ‘Ralph B. Jones of the C. A. 
Goodnow Shoe Co., Boston, during the 
past two years that the members unani- 
mously reelected Mr. Jones for a third 
term, at the same time giving him a 
unanimous vote of thanks for his past 
services. 

In the course of his annual address, 
President Jones said: 

“There has recently been published 
still more comment to the effect that 
the wholesale shoe business, with other 
wholesale lines, is showing further de- 
clines. Such a statement does not 
give a correct picture. During 1926 
the wholesale shoe business apparent- 
ly turned the corner and is definitely 
on the increase. Federal Reserve Bank 
figures show a substantial yearly de- 
crease between 1919 and 1926. But for 
the first eleven months of 1926, whole- 
sale shoe sales for the country at 
large were 13 per cent larger than for 
the same period in 1925, all sections of 
the country sharing in this increase. 

“While the present radical style ele- 
ment exists in shoes, the in-stock 
proposition must win because it is im- 
possible for the small retailer to an- 
ticipate his needs and impossible for 
the large retailer to anticipate anything 
like all of his needs. The increase of 
1926 over 1925 is natural, largely be- 
cause of this style situation, and the 
increase that is bound to occur in 1927 
over 1926 is equally natural and equally 
sure.” 

Special reports were presented by 
President Jones on the recent Credit 
Conference by Byron S. Watson of 
Providence, for the Association’s Rub- 
ber Committee, and by Harry D. Hurd 
for the Factory Relationship Commit- 
tee. Suitable action was taken on the 
deaths during the year of I. E. Dooley, 
a former president of the association, 
and Frederick J. Bowne of Utica, N. Y. 

Henry Bell of Bell, Walt & Co., 
Philadelphia, was elected vice-presi- 
dent, and Thomas F. Anderson of Bos- 
ton was reelected secretary-treasurer. 

“The “highlight” of the meeting was 
a successful luncheon get-togteher of 
the members of the association, and a 
representative group of manufacturers, 
as a result of which the two branches 
were brought closer together than at 
any time in the past. There were a 
number of ‘informal addresses along the | 


line of closer cooperation between 
wholesaler and manufacturer, and 
every one who spoke expressed the 
view that a closer relationship would 
be of great mutual advantage. 

The speakers representing the asso- 
ciation were President Ralph B. Jones, 
Harry D. Hurd, Byron S. Watson and 
H. E. King, the latter of Bristol, Tenn. 
For the manufacturers the spokesmen 
were W. C. Tobin of Endicott-Johnson 
Corp.; Harry Huckins of Huckins & 
Temple, Inc.; W. A. Trafton of Dingley- 
Foss Shoe Co.; Paul C. Wolfer of Paul 
C. Wolfer Co.; C. W. Bell of Bell Bros. 
Co.,and E. O. Teague of the Ascutney 
Shoe Co. 

The association will continue to pur- 
sue vigorously its retailer publicity 
campaign. 


Geo. B. Hendrick to Go 
with Lewis A. Crossett Co. 


Will Be in Charge of Sales and 
Member of Directorate 


BrocktoN—George B. Hendrick, di- 
rector of sales for the W. L. Douglas 
Shoe Co. for the last five years, has 
resigned, effective Feb. 1, to become 
vice-president and director of sales for 
the Lewis A. Crossett, Inc. of North 
Abington, manufacturers of men’s and 
women’s welt shoes. Stephen J. Gil- 
man, who has been assistant to the 
president of the Crossett concern, will 
be sales manager. 

Directors of the Douglas company 
have accepted Hendrick’s resignation 
with regret. No successor has been 
selected as yet. Mr. Hendrick, besides 
his connection with the W. L. Douglas 
Shoe Co., has been active in the man- 
agement of the Brockton and South 
Shore Shoe Magazine, a monthly shoe 
publication published here; is president 
of the Brockton Kiwanis Club, is a 
32nd degree Mason and active in de- 
liberations of that order, and has taken 
a keen interest in civic affairs. 

President Austin S. Kibbee of the 
Crossett company has issued the fol- 
lowing statement: 

“Commencing Feb. 1, George B. 
Hendrick, director of sales of the W. 
L. Douglas Company, will become vice- 
president in charge of sales of the 
Lewis A. Crossett Company and will 
also become a member of the board of 
directors. Mr. Hendrick’s appointment 
is in line with this company’s policy 
of progressive expansion which has 
been under way for some months and 
which we feel Mr. Hendrick can carry 
on successfully.” 


Hughes with Plaut-Butler 


CINCINNATI, OHIO—James Hughes, 
formerly of the Homan-Hnghes Shoe 
Co. of this city, and more recently sales 
manager of the Kenworth Shoe Co., 
Covington, Ky., is now associated with 
the Plaut-Butler Co., Cincinnati, in an 
_ executive capacity.. zd 








W. C. Russell Moccasin Co. 
Is Bought by G. H. Bass 


Firm Name and Policies Are to 
Remain the Same 


WiLTon, Me.—The business of the 
well known W. C, Russell Moccasin 
Company, Berlin, Wis., was sold re- 
cently to G. H. Bass & Company, Wil- 
ton, Me., shoe manufacturers. W. S. 
Bass and R. H. Calden, officials of the 
Eastern firm, closed the deal in the 
Wisconsin city. 

According to present plans, the busi- 
ness will , & conducted by the new 
management under the same policies 
of the Russell firm which was or- 
ganized in Berlin, Wis., in 1908. 

The prolonged illness of W. C. Rus- 
sell, president of the firm, who has 
been forced to give up active manage- 
ment, was given as the reason for the 
sale of the Berlin factory. Approxi- 
mately 125 persons are employed at the 
Russell concern, which is capitalized at 
$200,000. 

G. H. Bass & Company, shoe manu- 
facturers, have been in business for 
more than fifty years. On March 9, 
1876, G. H. Bass formed a partner- 
ship with E. P. Packard, taking over 
the shoe business conducted previously 
by Abbott and Packard. 

The factory of 1876, in Wilton, Me., 
was a two-story building about forty 
feet by twenty feet, and the front 
portion of the first floor was used as a 
store. The first records show a pay- 
roll of eight men. 

The present factory, containing more 
than an acre of floor space, has four 
stories, equipped with the most modern 
machinery, and employs nearly 200 
operatives. 


Robert F. Wolfe, Shoe 
Manufacturer, Is Dead 


CoLuMBUS, OHIO.—Robert F. Wolfe, 
one of the founders of the H. C. God- 
man Shoe Company and publisher of 
the Columbus Dispatch and the Ohio 
State Journal, was killed Jan. 13 by a 
fall from the window of his office on 
the fourth floor of the Dispatch Build- 
ing. 

He was born in New York City, 
where he started his business career 
as a newsboy. At 28, he came to 
Columbus and entered the shoe busi- 
ness as a traveling salesman, and was 
one of the founders of the H. C. God- 
man Shoe Company. Later, he and his 
brother, Harry P. Wolfe, formed a 
partnership to manufacture _ shoes, 
starting on $300 borrowed capital. As 
an outlet for their factories, he later 
organized the ‘“Wear-U-Well” Com- 
pany, now embracing almost 3000 re- 
tail stores throughout the Central 
West. 

In 1903, with his brother, he acquired 
the Ohio State Journal and two years 
later the brothers bought the Colum- 
bus Dispatch. 

He was a member of the Associated 
Press, taking an active part in its de- 
velopment. Mr. Wolfe was well known 
——_ his banking interests, being 
the dominant figure in both the 
Citizens Trust and Savings Company 
and the First. National_Bank here. - 
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Wood Heel 


eMake Your Wood Heels Stay On / Screws 


eo car tracks and other uneven surfaces are disastrous 

to wood heels. The holding power of ordinary attaching 

nails is inadequate to withstand the quick wrench given the 

heel after it has been caught in the vice-like grip of a car isiddhiniiiiiis ficenituae 
track. Consequently, the heel is either loosened or lost. regrets by insisting on the use of 


The number of wood heels Jost in this manner is surprisingly Au on a — ver = 
. . manufacturer, Animportanti little 
large and should demand the attention of every shoe retailer dinatd hae vitae doar 
and manufacturer. The greater holding power of ALPHA customer and help create goodwill 
Woop Hest Screws practically eliminates the embarrass- 
ment and danger caused by a lost wood heel. 


Specify them in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Men DO Want Style in Their Shoes 
BUT «+ + It Takes More Than Style to 


1022 “St. Louisan” 


Men’s Florida Tan Ivory Two-Toned - Blu. 
Oxf., Fey. Colored Tan Grain Shield Tip 
and Eye. . Stay, Puritan Stitching, Oblong 
Brass Eye., S. S., Novelty Welting, 7/8-in. 
Rolled Lea. H1., Welt. Mogul Last. 


ee Mee) ¢  . Ser eee erreer ee $4.00 


486 “St. Louisan” 


Men’s Blk. Calf Blu. Oxf., Fey. Stitching, 

Nickel Eye., Rolled Edge, S. S., 7/8-in. Rub. 

HI1., White Stitched Welt. Mogul Last. 

Instep AA 7-11, A 6-11, B 5-11, C 5-11, $4.60 
Ball A B ¥ 


1009 “St. Louisan” 


Men’s Yellowstone Brd. Calf Blu. Oxf., 
Perf. and Stitched, Nickel Eye., S. S., 7/8- 
in. Rub. HL, Welt. Mogul Last. 


B 6-11, C & D 5-11 








Please a Man + « He Wants Comfort, 
Perfect Fit and Long Wearing Qualities 


many shoe merchants that men are 

not as particular about shoe styles 
as women. It is true that men want 
comfort, perfect fit and long-wearing 
qualities—but they want style, too. 


Central Shoe Company believes that men 
are just as particular as women. That 
is why Central Shoe Company always 
combines style and snap in its men’s line 
with the demanded comfort, perfect fit 
and long wear. 


On this page are some new numbers that 
are in style right now. Send us your 
order by return mail for quick delivery. 


CENTRAL SHOE Co. 
MANUFACTURERS 


<> 
s 


C8) inany: is a mistaken idea among 


Saint Louis 


The Central Line Is Complete— 
Shoes for All the Family 


There are Central Shoes for men, women and 
children for every occasion. The Central line 
is complete in every way. There are shoes for 
work, play and dress occasions—just the kind of 
shoes you want for any need. Retail merchants 
are finding it profitable to buy from Central 
exclusively. Ask us about our Concentration 
Plan—no merchant who has ever used this plan 
has ever failed. 


Ask the Central Salesman About Our 
Great “ROBIN HOOD” Proposition 
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DYEAR GLO 


RUBBER FOOTWEAR 


SmartGlove Gaiters | Sst" 


ALBANY, N. Y., Smith and Herrick Co. 
: p ATLANTA, GA., Gramling, Spalding and 
Along Fifth Avenue, in the hotels and restaurants, wher- Congeneres 
? AUBURN, N. Y., Hollister and Noble 
ever smartly dressed women assemble, there Glove Brand BALTIMORE, MD., George P. Thomas, Jr. 
i BOSTON, MASS., Hutchinson-Winch 
Tweed Gaiters are found. BUFFALO, N. Y., Goodyear’s I. R. Selling 
. e ompany, Inc. 
For next season Glove Brand introduces two new fabrics CHICAGO, ILL., Goodyear’s-1. R:-Gelling 


for gaiters in The “Fifth Avenue” with automatic fastener, NR OP a Mabe Company 
and The “Strand,” which can be put on and taken off CHILLICOTHE, OHIO, The Cuber and 
eip Company 


QUICKER than the automatic. CINCINNATI, OHIO, The Marks and Stix 
hoe Co. 
The Charles Meis Shoe Company 


Wait for the Glove salesman. Buy Glove Brand merchan- ciiiin dime Gate. Cadeddnen thee 
dise. Style leaders for Three Generations, the latest, the Co. 
COLUMBUS, OHIO, Marion Rubber Co. 


smartest in waterproof footwear will always be found in the DENVER, COLO. The Colorado Rubber 
Glove lin Co. 
” > DETROIT, MICH., Fates patter Co, 
ady-Ivison Shoe Co. 
Buy Glove Brand GRAND RAPIDS, MICH., Marion Rubber 
ompany 
Waterproof Footwear HONESDALE, PA., Durland-Weston Shoe 
Company 
’ HOUSTON, TEX., Miller Brothers 
GOODYEAR’S I. R. GLOVE MFG. CO. INDIANAPOLIS, IND., Crowder-Cooper 
Shoe Company 
LANCASTER, PA., Long and Davidson 
LQUIEVIESS. KY., Jno. J. Schulten and 
0. 
MARION, IND., Marion Rubber Company 
NASHVILLE, TENN., Richardson- 
Crockett Shoe Company 
"— ORLEANS, LA., Keiffer Brothers 
0. 
‘NEW YORK, N. Y., Goodyear’s I. R. 
Selling Company, Inc. 
Morse and Rogers 
PHILADELPHIA, PA., H. B. Hanford Co. 
PITTSBURGH, PA., Goodyear’s I. R. 
Selling Company, Inc. 
PORTLAND, ME., A. F. Cox and Son 
PORTLAND, ORE., Goodyear Rubber Co. 
ROCHESTER, N. Y., United States Rubber 
Company 
SAN FRANCISCO, CALIF., Goodyear 
Rubber Company 
ST. LOUIS, MO., Brown Shoe Company 
Central Shoe Company 
ST. PAUL, MINN., Foot, Schulze Com- 
pany 
SYRACUSE, N. Y., Dunn-Salmon Com- 
pany 
bab apt. OHIO, The Ainsworth Shoe 
ey * 
UTICA, N. Y., The Hurd and FitzGerald 
Shoe Company 
WARREN, OHIO, The Warren Rubber Co. 
WHEELING. W. VA., Locke Shoe Company 
WILLIAMSPORT, PA., J. E. Dayton Co. 
YORK, PA., D. S. Peterman and Co. 
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Rubber 
Shoe Plants 
Speeding 
Production 


Stocks Low—Novelty Gaiter 
Demand Growing—Over- 


shoes Sell Fast, as 
Snow Swirls 


HE rubber man and _ the 
| weather man played a lively 
cooperative game last week, 
overshoes selling as fast and as 
furiously as the snowflakes fell. On 
top of a recent big snowfall, “a ten- 
incher” visited the East, with a 
biting gale, which extended all along 
down the Atlantic Coast, “hitting” 
Jacksonville, Miami and Fort Lau- 
derdale and points in Georgia, where 
weather was so cold that several 
schools closed their doors and over- 
coats and extra foot coverings were 
donned. 

Ice was formed from Tampa to 
Pensacola, along the West Coast, 
and from Fernandina to St. Augus- 
tine, along the East Coast. The 
Jan. 11 storm was the third of the 
winter for Boston, and brought its 
total snowfall to 34.2 inches. While 
some folks were digging themselves 
out of snowdrifts, many other folks 
were equipping themselves with 
gaiters, rubber boots and rubber 
footwear generally. Retail shoe 
merchants found that they had a 
shortage of sizes, especially in the 
medium sizes, and in wanted styles. 


OR gaiters, especially in women’s 


and children’s lines, are now in 


the style footwear classification. 
The ladies, especially, have learned 
to appreciate pretty shoes, and are 
willing to buy them if they harmo- 
nize with the rest of their costume. 
They do not want to go about shod 
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If you would sell more pairs, feature gaiter styles prominently in attrac- 
tive trims with other cold weather footwear, such as felt slippers and 


carriage boots for the kiddies. 


A circular mirror, trimmed with silvered 


foliage on a blue velvet shield against a drape of black velour or silver 
cloth, would be effective 


sloppily on stormy or cold days, and 
are investigating the new patterns 
and colors in overshoes as frequently 
as they are presented in shoe store 
window or interior. Gaiter con- 
sciousness was never more evident 
than during the past few weeks— 
the fair sex have been shopping and 
find a wide variety of patterns and 
shades in the 1927 galosh family. 
The average woman appears de- 
lighted to know that it is no longer 
necessary for her to wear a cumber- 
some, poorly fitting overshoe—and 
price is not a consideration, if she 
can secure what she wants, when she 
wants it. 


HE low cut, light tweed gaiters 

in tan or gray, with cuff top, 
foxing, and net lining to match, clos- 
ing with automatic fastenings, are 
among the new gaiter styles which 
are meeting with a splendid recep- 
tion from the ladies; also the plain 
solid color, short top gaiter with its 
turn-over velvet cuff and one-snap 
fastener. These may be had in 
fawn, in green, with tan rubber sole 
and heel; in blue, gray and black, 
“all dolled up” with “shiny collar” 
in slightly darker shades than the 
body of the gaiter. The new light, 
low cut tan woel jersey cloth gaiter, 
with adjustable strap and fancy 
cuff, and the light, low cut tweed 
gaiter, with adjustable strap and 
tweed cuff; also the light, low cut 
black cotton jersey gaiter, with ad- 


justable strap and fancy cuff, rank 
high among the favorites—in fact, 
the demand on these and other nov- 
elty types has exceeded the supply. 


OOTWEAR has been the most 

active member of the rubber in- 
dustry during the past month. When 
the big storms visited the different 
parts” of the country, retail shoe 
merchants generally were caught 
with low stocks, and the shipping 
departments of the rubber com- 
panies were fairly “swamped” with 
footwear orders. There was a “mad 
scramble” for goods—one big de- 
partment store in a big city sold 
$30,000 worth of gaiters on Monday, 
Dec. 6. The number of pairs was 
about 11,000. The buyer “corraled” 
everything he could get, here, there 
and everywhere, put a low price on 
the gaiters, and “made a killing.” 
What he did was approximated in 
other cities. As a result, the inven- 
tories of finished goods at the fac- 
tories stand at the lowest levels for 
years, and “full steam ahead on ca- 
pacity production” is now the slogan 
for many months to come. 


MONG the new rubber footwear 
styles is the 11-eyelet Trailpac, 

in an all-rubber sportsmen’s boot, 
made by the Firestone Footwear 
Co. of Hudson, Mass. It is designed 
especially for wading through snow 
and water, with full bellows tongue. 
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STYLE SHOES 
WILL SHOW 


Hamilton-Wade Co. 


Stays and 
Trimmings 


Rose Blush 
Parchment and 
all the approved colors. 


The merchant who desires the maximum in 
profit will specify 
Hamilton-Wade products. 


PGeather Lady 


BiwelD 
The proper welt for any shoe. 


HAMILTON-WADE COMPANY 
Makers of the Well Known Biwelt 


BROCKTON, MASS. 
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— Tassel Laces 


We carry the most com- 
plete line of these goods for 
immediate shipment that can 
be found anywhere. SOLID 
COLORS ws match the shoe or 
PLAID EFFECTS. 


No. 103. ‘ae in. Tubular. 
No. 107. % in. Wide Flat. 


¥ TOP QUALITY ONLY. Write 
for new Color Chart. Quotations to Jobbers and Shoe Manufacturers 
on request. 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 








TOE SLIPPERS 
BOX TOES 


618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Child’s 6 to 11 2.70 
No. 608 
PINK SATIN 
Women’s 2% to 8 $3.40 
Misses’ 11% to2 3.35 
Child’s 6 to 11 3.30 


S SHOE xg 
> No: 6&Street Phila 








Greeley Boudoirs are practical 
every day slippers for household 
wear. With leather or rubber heel. 
Black or colored kid in stock for 
prompt delivery. If your jobber can- 
not supply you—write us. 


A. W. GREELEY 


Manufacturer 





Haverhill Mass. 











100% PROFIT 











A big percentage of your customers need arch 
supports. You can make a handsome profit selling— 


Mayer’s Corkushion cArch Supports 


Guaranteed to quickly relieve foot and leg pains 
resulting from “‘flat feet” len arches” or fallen 
metatarsal (anterior arch) bones. Do not confuse 
Mayer’s Corkushion with the ordinary, hard, un- 
scientific kind. Mayer’s are made of pure cork and 
soft, flexible leather, 
insuring comfortable, 
free action. Quickly 
adaptable to any style 
last. Do not injure 
shoes and will outlast 
three pairs. 
Write for itustrated, descriptive folder showing how you can 
appropriate these extra profits without adding to your overhead. 


MAYER ARCH SUPPORT COMPANY 
1809 Center Street Milwaukee, Wisconsin 
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Volume Orders At Chicago Confirm 
Already Predicted Colors for Spring 


Parchment Rose Blush and Grey 
The Leaders 


All agree that the coming spring will be 
more than ever colorful—and that shoe 
fashion value and individuality will largely 
depend on the color character and quality 
of the leather used. 





We are gratified at the large number of 
prominent shoe manufacturers and mer- 


No. 22 BROWN chants who have signified their reliance on 
QUAKER COLORS as evidenced by 
. 29 GREY orders already placed for spring. 


QUAKER 


ss & 4 
KID 








. 26 ROSE BLUSH 

















QUAKER CITY MOROCCO CO. 


519 Huntingdon St., Philadelphia 
95 South St., Boston 





104 


oo 


WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers ef 


MEN’S FINB 
SHOES 
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What Is Selling 


January 22, 1927 


Upper left—This model featured during a sale period in a wide range of popular colors by 
Donaldson’s Shoe Department, Minneapolis, 

Upper right—Style increasingly in evidence in so-called orthodopedic footwear, as witness 
this model in the line of the Beeler-Coffin Shoe Company, of Knoxville, Tenn. 
Lower left—The shoe department of the Holmes store, New Orleans, has found this T-strap 
model excptionally good. 














RADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 





HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 
SHOES and RUBBERS 
Every Wednesday and Friday 














(P) M. A. PACKARD CO., Makers 
BROCKTON 


NETTLETON 
Shoes of Worth 
A. B. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y., U. 8. A. 








MEN'S FINE SHOES EXCLUSIVELY 

















Covering the Entire Country in a Telegraphic Style Survey 
Giving Positive Information 


H. FOX, manager of the shoe 

@ department at Bedells, 746 
Euclid Avenue, Cleveland, states 
that the present tendency is toward 
better shoes. Better values in 
higher quality shoes are now being 
displayed at slightly elevated 
prices. The customer is better sat- 
isfied in the long run with high 
quality merchandise. Black pat- 
ents are the big sellers at this store. 
Cherry patents are moving fairly 
well. Colonial buckles get a big 
call. Opera pumps sell very well, 
with straps coming in better than 
ever before. Mr. Fox looks for 
lights colors to go well in the 
spring sales. 


OLK’S of Dallas, one of the 

largest shoe stores in Texas, re- 
ports that simple designs in colors 
of a light soft tone, pleasing to the 
eye and in no case “overtrimmed” in 
strong contrasting material, are the 
vogue in women’s footwear. This 
company said the best sellers at 
present are those which fairly 
breathe the atmosphere of spring. 
Styles most in demand right now 
are medium toes with high heels, 
in pearl gray kid with marble kid 
trimming and piping of green water 
lily kid with light trimming of 


orchard silk kid; black satin with 
silver kid trimming and cherry 
patent with flowered patent strap 
and red piping. There is still a 
good demand for patents and kids 
with reptile trimmings, the store 
said. 

For men’s wear Volk’s said tan 
oxfords with wide toes and exten- 
sion soles and with perforated trim- 
mings or heavy stitchings are the 
best sellers. This store is selling 
light tans in low quarters on a basis 
of at least three to one over blacks. 


ANITY Shoe Shoppe of Knox- 
ville, Tenn., is featuring an ex- 
ceptionally high heel. Due to the 
high arch Mr. Weinstein, manager, 
states that the shoe has been found 
to fit better than the one carrying 
a very low heel. An exceedingly 
graceful shoe and comfortable, it is 
greatly in demand at this shop and 
the outlook is that it will be good 
for spring. ; 
The pump, in satin and patent 
with crocodile trimming is the best 
seller in the shop at present, but 
with the arrival of the early spring 
numbers, which are expected about 
the middle of January, the pastel 
shades in colonial and ties are ex- 
pected to be the favorites: ~ 
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What Is Selling 






















Upper left—Baxter and Baxter of Seattle, Wash., feature this strap model as one of their 
best sellers. 


Upper right—An oxford pattern of patent — colored kid sold by Gano Downs of Denver, 


Lower right—A combination patent and alligator calf one-strap featured by the Radford- 





Powell Shoe Co., of Kansas City. 











To stimulate the after Christmas 
trade, Seigel’s put on the second of 
their sales offerings—a $2 pair of 
chiffon stockings given with each 
pair of shoes sold. This was in- 
clusive of Saturday, Jan. 8, only, 
and it proved a success, Regard- 
less of the price of the shoes, the 
$2 hose were given in a choice of 
shades and the sales results were 
particularly gratifying. 





VENING slippers of brocade and 
satin are selling well with 
white and colored stone trimmings, 
which are now bought by the yard 
at the art sections in the depart- 
ment stores. They are easily at- 
tached to any style of slipper and 
have leaped into the limelight over 
night. 





R. SANDEL, manager of the 

@ Dorn Shoe Co., Cleveland, 
says that the major call among men 
is for low oxfords with rubber heels 
and leather soles. Black is the big- 
gest seller now, while tans are run- 
ning to the darker shades. He re- 
ports a ratio of about 60 per cent 
and 40 per cent in sales on black 
and tan. There is likewise a ten- 
dency toward a slightly narrower 
toe, according to Mr. Sandel. The 
call now centers more on the me- 
dium French style toe. 


Rubber sales are reported as 
heavy for the past year. Fancy 
socks sell well. Sales during the 
past three months are slightly 
above the same period of last year. 





N Back’s Store, Little Rock, Ark., 

Charles G. Bridges, manager of 
the shoe department, reports that 
patent leather and satin, ties and 
straps, with 19/8 heels, are selling 
regularly. 





ACK ADAMS, buyer at the Petis 
J Dry Goods Co., Indianapolis, 
has just returned from Chicago and 
reports light colors showing the 
lead, especially parchment shades 
and shades of gray, with shell gray 
leading. Mr. Adams finished buy- 
ing his spring line which will go on 
sale about Jan. 25.” Strap effects 
and tie effects are in the lead. 





S. MATHER of the Walk-Over 
Shoe Company, Pittsburgh, 
says, “We have had a big demand 
for Russian boots and are selling a 
large volume. Disposal of this item 
in such large quantities as we have 
been turning over is unusual.” 
They are selling gold kid and 
Paisley cloth brocades for evening 
wear. Colored gaiters are very 


strong with them, Mr. Mather finds. 
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WHERE TO BUY 
Men’s Shoes 














STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 








South Weymouth, Mass. 





WHERE TO BUY 
Children’s Shoes 











“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











ie 


WHERE TO BUY 
Standard Shoe Materials 


ee 











s 


CREESE & COOK CO. 











Beggs & Cobb, Inc., 
Mass. 


} est Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
@ Detroit NewYork Chicago 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





Men's All Leather House Slippers 


eel. 
Send for Samples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 




















Novelty Slipper Co. 


Boudoir Slippers of the 
Better Kind 
121-181 West 19th Street 
New York City 








The Quality 
Pullman Slipper 


RED BLACK TAN <=> 





Swan Shoe Co., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., - 


41-45 Washington Av restive, 
New York Office, Room "1116, 328 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


Re 4 


WHERE TO BUY 


Shoe Ornaments 








E ORN. 
Studded Heels 
6°8W32ndSt.New 
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What Is Selling 
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Upper left—Medium broad toed oxford of vg tan or black sold by the Spence Shoe Co., 


Knoxville, T. 


Lower left—Custom type oxford sold mostly in black by the Maurice L. Rothschild Com- 
is. 


pany, Mi 


Lower right—The Walk-Over store in St. Paul finds that this square toed last is still a 
good seller. 








N Cincinnati black and white 

shoes, pastel colors, black and 
gray blendings, parchment, rose- 
blush and polychromes are the fav- 
orite colors for spring wear. “The 
Deauville,” a woven moccasin style 
smartly colored, is fashioned after 
the footgear of the Indians. “The 
Zebra,” a white and black model, 
will be seen along Cincinnati boule- 
vards as well as the Rue des Alles. 
White satin combined with glisten- 
ing rhinestones, will add to the 
dancing feet of the débutantes, who 
will adore the serpentine orna- 
ments. 


66 E have just finished the 

best holiday trade in our 
history on men’s slippers,” says F. 
C. Schnicke, manager of the Walk- 
Over Boot Shop, Indianapolis. “We 
are preparing to show our new 
men’s styles in light weights and 
colors. However I might add that 
blacks having been in good demand 
are still selling well. The light 
colored oxford will be al the rage 
during the coming season, in fact 
we are having calls for them al- 
ready. One of the big sellers dur- 
ing the holiday season was the full 
dress Tux. They fairly eat them 
up, and the Radcliff for ladies in 
black tan and gray went big during 
the recent cold weather. In fact we 
wired for stock in order to supply 





the demand. Colors are going best 
in the demand for evening foot- 
wear, especially the opera type in 
ties and straps, with paisley grow- 
ing in favor. Some changes in the 
Walk-Over shop are in progress; 
new decorations, better lighting fit- 
ments and floor coverings are 
among them.” 


ERCHANTS have been pleased 

with the sales of men’s slip- 
pers in green and red for house 
wear, which indicates that they are 
becoming familiar with the new 
styles. This line of merchandise 
went over big during the holiday 
season. 


ISS A. R. KEENAN, assistant 
to J. D. Kennerdy, manager of 
the ladies’ shoe department, Joseph 
Horne Company, Pittsburgh, de- 
clares, “We are selling quite a large 
number of Paisley brocades for 
evening wear at present. For gen- 
eral wear patents, spike heels and 
short vamps, are going well.” 
Boudoir slippers are always good 
with them and lately they have had 
some call for the “Flapper Boots” 
from that type of young person. 
They have also been selling a great 
deal of moirés and find business ex- 
cellent. 
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Buyers Choose Modern Cinderella 
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Martha Dunder, the national, modern Cinderella, chosen at the Boston 
Shoe Buvers’ Show at the Copley Plaza, Jan. 12, is surrounded by a 


retinue of her shoemen judges. 


Reading from left to right they are 


Jesse Adler, Jos. Sensenbrenner, Harry Wood and Eni Fink, while 
at her feet is Everett Petot, registering thé correct proportions of her 
tootsies, 5A on Clarke’s Universal Foot Measurer 





coeanenen ——* 





EFORE 1500 shoemen and 
B women, who packed the big 

ballroom and balcony of the 
Copley Plaza, Miss Martha Dunder, 
dancing teacher of this section, and 
model for The Kimel Shoe Co., Hav- 
erhill, Mass., was “duly dubbed” 
The National Cinderella by the fol- 
lowing retail shoe merchant expert 
pickers, who sat “down front” in 
“bald-headed row” and “looked ’em 
all over for fair.” Here is the bunch 
of judges: 

C. B. Tuttle of the Tuttle Shoe Co., 
Toledo; Joe Sensenbrenner of St. 
Louis; Chester Tayte of Sears, Roe- 
buck Co., Boston; “Bill” Bailey of 
Toledo; Harry C. Weiss of New 
York; Harry J. Wood of G. R. Kin- 
ney Co., New York; Jesse Adler of 
The Adler Shoe Co., New York; Mose 
Cohen of the Mose Cohen Shoe Co., 
Nashville; Everett Petot of the 
Petot. Shoe Co., Cleveland; Charles 
Reynolds of Gimbel_ Bros., New 
York; I. Weil of Youngstown, Ohio, 
and Eni Fink of Kalb, Fink Shoe 
Co., Rochester, N. Y. 


About 100 girls took part in the 
show, but only thirty were picked 
for the judges’ inspection, and as 
they paraded ’round and ’round the 
boards for at least three-quarters of 
an hour, their various numbers were 
shouted by their many supporters, 
who were sure that their model was 
the perfect, modern Cinderella. 
Finally the choice narrowed down 
to three, among them Miss Theresa 
Hickey, the Stetson Shoe Co.’s 
model, who has been heralded as 
“The Girl with the Perfect Feet,” 
and a few others, had been carefully 
considered, but the shoe men ar- 
biters had decreed that the National 
Cinderella, chosen in New England, 
must be at least five feet, five inches 
tall, of regal bearing and of slim 
proportions. 

Back in the audience there were 
as many shouting for Helen O’Con- 
nor, the Standard Kid Co.’s model, 
clad in pansy and white kid, with 
one-straps of white kid, ornamented 
with onyx kid in dainty shades of 
subdued fire-red, gray and black, 


WHERE TO BUY 


Women’s Novelties 


~~. 


Rose Blush 


fer the new year. If you 
want a “money ? 
for samples now. 
Cohen Shee Co. 

72-82 Lincein St. 





Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.~NEW YORK CTY 











WHERE TO BUY 
Ballet Slippers 





HAND TURNED, BLACK KID 
ALLE 


Yomen’s, $1.35; 
Misses’. $1.30 
Children’s, $1.25 
Samples. ly_ attended to. 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








In Steck Black Bal- 
let Slippers 
Ladies’ 1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 


HLOG SHOE CO., INC. 
147 Duane &t., 


New York, N. Y. 














LYONS AND COMPANY 
Hand Tern BALLETS 


Wo's. Miss’. Ohbd’s. 
$1.50 $1.45 $1.40 
Also Hard Toes 

IN STOCK 

Bend for Samples 
128 Duane St. 
New Yerk, N. Y. 














EW 
and 
Improved 
Seft Tee: Chiid’s $1.15; 
Misses’ $1.20; Women's 
$1.25. Hard Tee: Child's 
25; Misses’ $2.50: 
Women’s $2.35. 
A ue Stock isa Ww. Brew. ev vert 
. ° 
Bempics on Request Everything Bil ppere 








BALLET SLIPPERS—IN STOCK 
of the un kind 
Bi02 Bik. Glazed Kid, Seft Toe 
Mises fi Ys ie 
Wemen's 
Alsee Hard Tees 
SCHWARTZ HERDER, Inc. 
jalists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 














108 





WHERE TO BUY 


-— Miscellaneous 








ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 
qe: of Distinctive cod | 

Catalogues and Shoe Booklets : 


470 Atlantic Avenue - Boston, Mass. 
Telephone LIBerty 8673 














America’s Favorite 
NU-SHINE 
Restores Color 


Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 











hh 5 FEE EET ET 


WHERE TO BUY 


Store Fixtures 


i i i li lid 





/ 


GOODWINDOWS 








and who, by the way, modeled also 
for Harry M. Husk Shoe Co. 

Helen Blye, “Miss Boston,” who 
modeled for A. M. Creighton and 
for H. S. & M. W. Snyder, was also 
a big favorite. The prizes as an- 
nounced by Director Eugene A. 
Richardson, president and manager 
of “The Shoe Buyer,” were: 

A moving picture contract, a three- 
month course at Ned Wayburn’s 
Dancing Academy, New York, and a 
silver loving cup. 

Miss Dunder is five feet, seven 
inches tall and wears a 5A shoe. 

All the models were measured in 
advance for their shoes by Clarke’s 
Universal Foot Measurer. 


Godfried in Nashville , 


NASHVILLE, TENN. (UTPS)—Gus 
Godfried has recently arrived from 
Cincinnati to take charge of the Dan 
Cohen Shoe Store at 410 Union Street. 
Mr. Godfried has been connected with 
a Cohen store in that city. He reports 
an excellent business following Christ- 
mas, and during the Christmas season. 
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Open Juvenile Shop 


Miami, Fuia. (UTPS)—The Juvenile 
Bootery, South Miami Avenue, opened 


last. week. As the name implies, the , 


establishment caters exclusively to 
children. The Bootery is under the 
same ownership as Nankin’s Shoe Shop, 
and is under the management of Miss 
Anne Gee, who was with the Cowan- 
Nankin shoe stores for a number of 
years. Another woman, experienced in 
juvenile fitting, also on the staff, is 
Mrs. Carmen, formerly with the Frank- 
lin & Simon shoe’ store, New York. 

A special greeting on the opening 
day of the Bootery was in the form 
of novelty gifts to boys and girls. 
Paintings of jungle animals are part 
of the decorative scheme which makes 
the interior attractive for children. 
The floor is heavily carpeted. The 
shelving, cabinets and display stands 
are in blue and gray finish. There 
are two built-in platforms, one for the 
older boys and girls at the front and 
the other for tiny tots extends along 
the left hand side of the shop. The 
wooden seats are painted. 





Minneapolis Clearance 
Sales Successful 


MINNEAPOLIS, MINN. (UTPS)—Shoe 
retailers of.the Twin Cities have ended 
a week of annual January sales or are 
on'a second week. In general these 
sales have been unusually successful. 

The sale with the L. S. Donaldson Co. 
has been part of a “store-wide sale,” 
which had been liberally advertised and 
the management pronounces it a suc- 
cess. This store made a special of 3000 
pairs of women’s low shoes “at less 
than cost of manufacture,” or $2.99 per 
pair, in all the new colors. style and 
leathers, with low, medium and high 
heels, for 1927. This was a basement 
store sale. In the shoe department on 
the main floor was conducted the 
“Northwest’s record-breaking sale,” 
beginning also Jan. 2. It included 
women’s new high grade shoes at 
$6.85, all from the high grade makers 
whose footwear Donaldson features, 
which embraced a full size range, in 
rose blush kid, pastel parchment kid, 
stone kid, shell gray kid and so on. 

Napier’s Booterie at the end of the 
first week sale, Jan. 8, with one week 
to go, reported the biggest sales week 
in the organization’s history. Manager 
O. W. Swanson of the Salon store at 
909 Nicollet Avenue, in the new Eliza- 
beth Quinlan Building, conducted the 
first sale in the new store the week of 
Jan. 8. He found it really amusing to 
know how many pairs of high class 
shoes may be sold in an exclusive shop 
of the Salon type at such a sale, which 
is to be semiannual. Shoes retailing 
up to $15 were marketed at $9.75 and 
beyond that at $14.75. More double 
sales were made than of single pairs, 
and many sales were in lots of three 
and four to one purchaser. All except 
the staple lines carried by this house 
were in the special sale, also hosiery. 

“It’s the biggest thing we ever had 
in our shop,” said Mr. Swanson, “and 
was a third larger at least than we ex- 
pected.” 

In the modern price store at 721 
Nicollet Avenue, managed by B. H. 
Napier, the sales prices were $7, $8.50 
and $10, with equal success. 
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Many Changes Recorded 
In Baltimore Stores 


BALTIMORE, Mp. (UTPS)—The North 
Howard Street branch of the Dixie Shoe 
Stores has been closed, and the patron- 
age of the store been transferred to-the 
North Eutaw Street branch, which was 
opened but a few months ago. This is 
but one of the several branches ‘the 
firm operates in this city. It will be 
recalled that the Dixie Shoe Stores are 
owned and operated by the M. Samuels 
Company, owners also of the Newark 
Shoe Stores. 

The Globe Shoe Market, Inc., is dis- 
continuing its branch at 547 North Gay 
Street. The main store of this con- 
cern, which carries such brands as the 
Dolly Madison, Educator, Johnson-En- 
dicott and Dr. Kochs shoes, is located 
at 211-13 North Eutaw Street. 

A shoe department will be opened in 
the new Feldman’s Department Store, 
Baltimore and Collender Streets. The 
store is a new structure now nearing 
completion, and expected to be opened 
in the next month. or so. It is planned 
to carry shoes for children and growing 
boys and girls, and possibly for the en- 
tire family. 

Since moving into their new loca- 
tion, 3910 Eastern Avenue, Brown 
Brothers Department Store have en- 
larged their shoe department. Shoes 
for men, women and children are car- 
ried by the store. 

Bozer’s Quality Shop, 3912 Eastern 
Avenue, plan to enlarge their shoe de- 
partment when they move into their 
new location at 3908 Eastern Avenue. 
The new location will be in a new 
building which is now being arranged 
for the store’s business. 

Adolph Rosenthal, who recently pur- 
chased the adjoining store property at 
739 Washington Boulevard, will re- 
model it to conform to his store at 
735-37 Washington Boulevard, in which 
he plans to open a complete shoe de- 
partment to carry lines of shoes for 
men, women, as well as children, as at 
present. 


Phones from London 
to Little Falls, N. Y. 


NEw YorK—S. M. Barnet, president 
of the Barnet Leather Co., with execu- 
tive offices at 1 Park Avenue, had the 
novel experience of talking from the 
tannery of the company, located at 
Little Falls, N. Y., with Harry Hol- 
der, president of John S. Deed & Sons, 
Ltd., London, England, who extended 
the greetings and congratulations of 
the leather interests of England to the 
leather interests and people of the 
United States. At the time this call 
was received Mr. Barnet was in Lit- 
tle Falls, and in spite of the fact that 
the telephone company ‘stated they 
would not be able to connect the call 
direct to Little Falls, a successful ex- 
periment was conducted by calling Mr. 
Barnet on the telephone at Little Falls 
and connecting him with London 
through the medium of the company’s 
switchboard, whereby he was able to 
talk direct to Mr. Holder, while New 
York listened in. 










Jan 












2, 1927 


d 
lores 


North 
e Shoe 


the 
the 


ol- 
ns, 
led 


he 
he 
all 
it- 
at 
ey 
il] 


ls 
yn 


LO 











January 22, 1927 BOOT..AND SHOE RECORDER 





RECorRDe 
R sr 
ae CK RECORD es 





SIMPLE 


ACCURATE 


RELIABLE 





EFFICIENT 


Taking the “REC” out of your RECORDS 


Income Taxes Demand Accurate Records 
Your Banker Demands Accurate Statements 
Your Profits Depend on Efficient Buying 


The Recorder Stock Record Book Is Simple and Easy to Keep—Certain 
and Accurate 


$4.50 Complete Mailed to Your Store 


AND YOUR 1927 RECORDS WILL BE COMPLETE AND CORRECT 
MAIL CHECK FOR YOUR COPY TODAY 


WESTERN SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 189 WEST MADISON STREET, CHICAGO, ILL. 
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insertion 
POSITIONS WANTED 


LINES WANTED 

ALL 

ALL DISPLAY SPACE 
Five 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

OTHERS 

7c per word. Minimum Charge $1.25 
dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Cae erat be cnetieed, «On Doe 208 Chex Ree, 2 ant See, Sathe, Se, 
on Monday of the week of publication advertisements be 
Otherwise will be put over to the following week’s issue. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad 
vertisement and paid for accordingly. 


in order that 





published same week. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMAN WANTED 


PHILADELPHIA, EASTERN PENNSYLVANIA, MARYLAND, DELAWARE, AND D. C. 
Boys’ welts of established quality. This line will be placed on a substantial guarantee basis. 


We will only consider applicants with an established following a 


better accounts, and 


mong 
with a successful past record. Give full particulars with application. NEW YORK STATE 
ALSO OPEN. 


NEENAH SHOE COMPANY, NEENAH, WISCONSIN 





SALESMEN WANTED to sell side line an 
leather first step shoes _ and ger ne 
2/11; all in ; novelty, . 

uality shoes; 7% commission” IZE SHOE 
&6 ANY, Rochester, N. Y. 


WANTED by high grade stitchdown manu- 
facturers, Salesman with established trade 
to sell retail trade. New York State, New 
Jersey, ee Maryland. Address’ C-590, 
care Boot and Shoe Recorder, 9th floor, 239 
W. 39th St., New York, N. y. 











TEN MEN’S SHOE SALESMEN 


One of the largest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 

We will consider only road sales- 
men with yearly sales of men’s 
shoes approximating $100,000. We 
want the best character shoe 
salesmen in the United States, and 
are willing to properly compensate 
such men. We make the flat 
statement that our sales campaign 
will be the sensation of 1927. 

Address C-611, care Boot & Shoe 
ee 207 South Street, Boston, 

ass. 


We have several excellent oppor- 
tunities for established salesmen 
in territories outside of New 
England and New York. 


Popular Price line of Men’s and 
Boys’ Work and Dress shoes in 


stock. 


For quick action give full par- 
ticulars and references in 
letter. 


Goodwill Shoe Company 
Holliston, Mass. 











SALESMEN WANTED 


We have a few good territories open. 
If you have a record of road selling and 
want the fastest moving line of Men’s 
Dress Shoes in America, write or wire for 
particulars. 


MAULDIN SHOE CO. 
‘Highland, Ill. 





Salesmen Wanted 


To sell snappy line of women’s 
novelties, either exclusive or side 
line. 


Finlin Novelty Shoe Co., 
138 Lincoln Street, Boston, Mass. 





SALESMAN for Pennsylvania and New Jersey, 
Line—Children’s and Misses’ Turns and 
Stitchdowns, Commission basis. Address: The 
Kepener-Scott Shoe Co., Orwigsburg, Pa. 





ARE you interested in line of children’s and 
misses’ turns and stitchdowns? Commission 
basis. Territory Nebraska, Iowa, Illinois and 
Missouri. Address C-578, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


XPERIENCED SIDE-LINE SALESMAN 

with established trade wanted to sell on 
straight commission our own manufactured line 
of felt slippers for the following. states: Okla- 
homa, Texas, Arkansas, New exico, Oregon, 
Washington, Idaho, Montana, Utah and Ne- 
vada. Please give references and full informa- 
tion in first letter. Address C-612, care Boot 
es Shoe Recorder, 207 South St., Boston, 
Mass. 


S ALESMEN WANTED-—Salesmen, _experi- 
enced. For New York City and Connecticut 
territory for jobber’s general line to retail 
trade. Address C-610, care Boot and Shoe Re- 
oh 9th Floor, 239 W. 39th St., New York, 














HELP WANTED 

















The Boardman Shoe Company 
has openings in Middle West and the 
South for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564, 
Atlantic Ave., Boston, Mass. 











Good Territories Opened 


For a snappy side line of children’s 

shoes carried in stock. Please state 

lines carried in first letter. Ad- 

dress C-591, care Boot & Shoe 

eneden, 207 South St., Boston, 
ass. 











ALESMAN WANTED—Now calling on Re- 

tail Shoe Trade, to sell “Korite’’ Brand Shoe 
Waterproofing, Cleaners, etc. Liberal commis- 
sions. Exclusive territory. Reply in detail 
giving the territory covered. Industrial Labora- 
tories, Inc., Wollaston, Mass. 





ALESMAN WANTED—Choice territories 

are being taken on “‘Osteo- Path- Iks,” dressy, 
stylish, fast moving young men’s popular priced 
shoes. Give experience, age, territory wanted 
and full references. Allen-Spiegel Shoe Mfg. 
Co., Belgium, Wis. 





bs gg meager ap! WANTED —Territory open for 
State of Arkansas, State of Ohio, Kansas 
City, Mo. Address C-608, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SALESMEN. WANTED: Real producers in 
the following territories; Minnesota, New 
York, Pennsylvania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, Montana, Kentucky, Texas, 
Arkansas, and Louisiana. We are manufac- 
turers of one of the oldest lines of work 
dress oxfords and shoes—a real QUALIT 
line—BIG commissions paid to the right man 
re territory—only live wires need 
pply. Address C-539, care Boot and Shoe 
Teesedex, 189 W. Madison St., Chicago, Ill. 





SHOE SALESMEN—You can make expenses 
—s FAIRYFOOT Heel Grips to oar 
Write for pocket sample and special 

tion. State territo Foot Renady * a 1223 
S. Wabash Ave., icago, Ti. 


Wanted 
Experienced 


Managers 


. For Shoe Departments 
Retailing women’s popular 
priced novelty footwear ex- 
clusively. 


An Unusal 
Opportunity 


Address, E. F. Murphy 
1226 Wash. Ave., St. Louis, Mo. 
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HELP WANTED 


FOR SALE 


MERCHANT NEEDS 





WANTED—Live wire to manage popular 
priced family shoe store in one o 

large cities of the South; state experience and 
references. Address C-609, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Rye heels, 100,000 pairs men’s, boys’, 
ladies’ ; <9 assortment. Will sacrifice. 
SILVERMAN’ 128 Myrtle Ave., Brooklyn, 





POSITION WANTED 


SALESMAN with present manufacturer many 
years desires to connect with factory making 
Women’s th. McKays, or Misses’ Welts 
and Mc ide acquaintance with on 
stores, who ies or large retailers. a 
drawing account on commission basis. oss 
C-597, care Boot and Shoe Pang 207 
South St., Boston, Mass. 








WE ARE acquainted with a very high grade, 
intelligent and able shoe man whose hon- 
esty and integrity are unquestioned, who is 
open for a position as buyer of a first class, 
big city department store. If any such store 
is in need of such a man and will get in 
touch with us we will be — to te fur- 
ther details. The Roth S Cin- 
cinnati, Ohio. 


LINE WANTED 


ALES REPRESENTATIVE OPEN FOR 

LINE—I have been connected with the 
men’s shoe manufacturing industry for a num- 
ber of years, and understand thoroughly a 
distribution phase of the business, especi 
from a volume sales point of view. Have od 
cently been representing a large concern as 
New York representative, selling the large 
trade, shoe stores, department stores, etc. 
would be interested in considering a proposi- 
tion from some manufacturer of men’s popular 
priced shoes who is looking for increased dis- 
tribution. Best of references furnished. Ad- 
dress C-613, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














SNAPPY popular priced line of women’s Mc- 
Kays; also children’s welts, for Eastern 
Pennsylvania and Southern New Jersey, wanted 
by high grade salesman, covering this territory 
past seven years. Address C-607, care Boot 
and Shoe Recorder, 239 W. 39th St., 9th floor, 
New York, N. Y. 





FLORSHEIM oxfords wanted in styles not 

more than year old. Will pay highest 

prices. Furnish us with list of st ” and sizes. 

ag BURNS SHOE STOR 81 Seneca 
, Buffalo, N. Y. 





W ANTED—Manufacturer’ s line of snappy 
women’s novelties to retail at $4 to $6 for 
Western Pennsylvania territory. Prefer with 
stock proposition. Have established trade and 
acquaintance. Capable to produce results with 
right line. Address C-605, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE 


OLD ESTABLISHED shoe business for sale 
in Toledo, Ohio, doing $45,000 annually. 
Will Sacrifice. Address C-529, care Boot and 
Shoe Recorder, 207 South St. Boston, Mass. 














FOR SALE—Shoe and Hosiery Departments, 
well established in Toledo, Ohio. Excellent 
location on main floor. High grade fixtures. 
Doing good business. Owned by outside opera- 
tor who must sell on account of other interests. 
Can be bought with or without stock. Address 
C-586, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





FOR SALE—On account of death of owner, 
shoe business, well located in college town 
of about 8,500. Small stock, established over 
15 years. Address C-604, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





Baya shoe store in mid-Western city 
over 400,000 population, handling 
women’s $6 to $10 shoes. onderful location, 
good lease, reasonable rent. Will sell; worth 
the money. Owner wants to retire from the 
shoe business. Address C-603, care Boot and 
Shoe Recorder, 207 South St., "Boston, Mass. 











MEN'S and women’s medium price shoe busi- 
ness, established seven years, population 
65,000. Lease expires in May; can renew at 
reasonable rent. ddress C-606. care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


FOR SALE 
A well established and modern shoe 
store. onderful location in city of 
80,000 in N. Y. State. Act quickly, A 
real o ~ A 


care oot 
207 South st.. Boston, Mass. 

















FOR RENT 


Two shoe departments for rent. One hun- 
dred r cent locations. One located in 
Albany, New York, and the other in Troy, New 
York. Unusual opportunity for women’s shoe 
departments featuring a one-price line at six, 
seven or 5 hee a Department can 
taken over b . Nominal rental. Ad- 
dress HOLL a wo North Pearl St., Albany, 
New York. 











WANTED TO PURCHASE 








CASH PAID 


for your entire shoe stock and fixtures. 
ses assumed. Give all rticulars in 


South St., Boston, Mass. 








Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 





CASH PRICES PAID 
for entire shoe e also buy 
your surplus or slow sellers. = 

no object. Retail or whol Short 
taken off your ” hands. 


Wire h Coreeeee d 
or one us. . mdaence 
confiden Established 1890. 


Dock 0353 










XX) Bahn 
Me 















) 
vat aah 28 4 CRUE: eon’ 
IN wooo ry “eur “IN MANY PERIODS, 


Easter WInNbow Trims 


—Bome of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
this occasion. 


Om ae he ae 
‘a , 

















We catalog complete sets for Shoes, Women's 
age * in price 


Wear, Clothing, Furnishings— 

from $25.60 to $85.00 per set, 
effective results can be had as “illustrated 
= for immediate shipment and season’s dat- 


of interest to the Display Man 
Asx For Speciat Boox B-1l 











CASH PAI 


shoe stocks or us stocks 

of shoes or other m Ay 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO.., Inc 

622-624 Broadway, New Yerk, H. Y. 
Phone Spring 1443 




















MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 


FOR YOU. 
W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 





























Money 
Maker 


for the Dealer 
Improved Featherweight 
ICE-CREEPER 


A big seller when icy weather comes. Retails 
at 50 cents. Made in 3 sizes. No. 1—for 
cuban heels or rubbers. No. 2—for ladies’ 
shoes or overshoes. No. 3-——-for men’s shoes 
and lumberman’s boots. Apply to your jobber. 
Price $4.00 a If ordered direct from 
us will be sent C.0.D. 


CHURCHILL MFG. CO. 


278 Thorndike Street, 
Lowell, Mass. 


ESTABLISHED 1890 


LABELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2e3°271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S GREATEST 
SHOE CARTON @& LABEL MFCS 











(112° 








MERCHANT NEEDS 








Large Assortment of 
Brocades 
Imported Cut-Steel Buckles 
Domestic Rhinestone 
Buckles and Heels 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 














OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 


Vikefield 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, IIl.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 
ind, Oregon; San Francisco, Calif. 





















Metal Shoe Fitting Stools 


and Floor 
Mirrors 








J 


mate THE CHICAGO 
cw Pies WIRE CHAIR CO, 


621 N. La Salle Street, Chicage, Mi. 











Informatien for Shoe Merchants 

The adverti: pages of the Boot and Shoe 
Recorder souetitute an almost inexhaustible source 
of information as to where and what to buy. 
They are worthy of your closest attention. 
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Osteopaths and 
Shoe Men 


Uncle Dudley Gets a Promise of 
Help 


HE other day 

I had a little 
crick in my back 
from. stepping 
down off the lad- 
der a bit too has- 
tily. I went to an 
osteopath to get it 
pulled out. He 
asked me what 
business I was in. After I had told 
him, he was silent for a long time. 
Then he burst out with this: “You 
shoe men have a lot to answer for.” 

I asked him how come and he told 
me that he had found more women 
suffering from the effects of bad 
shoes, wrongly fitted, heels too high, 
toes’ too narrow, than any other 
cause. He said that more than sixty 
per cent of his patients were the 
victims of shoes. 

I told him that he must not rub 
it in on an old fellow who had been 
preaching his doctrine for many 
years. “Don’t blame the real shoe 
men—the  foot-fitters,” I said. 
“There are some shoe stores, so- 
called, that will deliberately misfit 
a shoe. But there are many more 
that will do a good job if the women 
will let them. 

“Do you know, Mr. Osteopath,” 1 
said, “that there are literally mil- 
lions of women at large in this coun- 
try that ought to be restrained? 
They should have guardians. They 
are so silly that they should not be 
permitted to cross a street without 
a guide. I imagine that most of 
your patients are elderly. I think I 
see the average woman who comes in 
here with a backache. She is heavy 
on her feet. She should wear low- 
heeled, wide-toed shoes. Have you 
ever noticed her shoes as she comes 
in for treatment? Well, that poor 
soul will not take a shoe man’s ad- 
vice. She wants snappy styles and 
high heels. She is trying to be a 
flapper. She is fighting off age with 
the tools and implements of fashion. 

“Please, Mr. Osteopath, don’t 
fuss too much at shoe men. Pity us. 
Help us in our work by telling them 
what to wear on their feet.” 

And he promised he would do it. 
Uncle Dudley. 
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MERCHANT NEEDS 








Milbradt 
Ladders 


made for 40 years 
by the origina] in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

@et our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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IDISPLAY FIXTURES 


| umatle by | 
| SEGALLE SONS | 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS | 
SEND FOR CATALOG 














Voyages and Discoveries 


The eighth of the series of educa- 
tional and patriotic calendars issued 
by the United Shoe Machinery Cor- 
poration is now being distributed. 

This year the topic is “Voyages 
and Discoveries.” It chronicles the 
first events in the field of navigation 
and exploration, and gives crisp ac- 
counts of adventure,. romance and 
history. The book is mounted on a 
desk stand so that history can be 
absorbed at the same time that the 
eye catches the current calendar. 

The book is compiled by Daniel S. 
Knowlton of the United Shoe Ma- 
chinery Corporation and many mer- 
chants are recipients of the calendar. 





William F. Rase Dead 


ROCHESTER, N. Y. (UTPS)—William 
F. Rase, seventy-two, prominent shoe 
dealer of Auburn, died at his home 
there last week. He was born in Ger- 
many, but came to America fifty-three 
years ago,and had been a resident of 
Auburn forty-three years. He is sur- 
vived by his wife, four daughters and 
five sons. 






Jan 
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Nancy: Bet I can take your shoes off in half a minute, daddy. 


It’s easy with hooks. 


Dap: Yes, Nancy, I discovered that long before you were born. 


Plenty of men like these — good customers for high 
boots with lacing hooks. Are you selling them? 


v 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 20 LINCOLN STREET, BOSTON 

















114 BCOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boor anp SHoe ReEcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


THE NEw COMPETITION 
Industry Against Industry In- 
stead of Strife Between Individ- 
uals in the Same Industry 


By F. J. Ross 


Report of the Manufacturers 


MANUFACTURERS DIscUSS PROBLEMS. 
Convention 


THE VOICE OF THE RECORDER Opinions of the Editor 


TEXAS READY FOR MEET Plans for the Convention 


LIFTING PROFITS BY GRADING UP- 


RETAIL SHOE SALESMEN 
News of, by and for the Retail 
Salesmen 


WHOo’s WHO ON THE ROAD By Helen M. Haney 


SOURCES OF FASHION Costume Styles That Influence 


What’s Doing in the Trade... 
Among the Manufacturers .. 
By Telegraph 

Quick Live Information on Fast 


Moving Shoes 


OTHER REGULAR FEATURES 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MAss. 


EVERIT B. TERHUNE, President 


WHasae M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 





ARTHUR D. ANDERSON 
Secretary 

Directors of the corporation, in addition to 

the above-named officers, are as follows: 

CHARLES H, FURBER 


. C. PEARSON Hucx M. Bowsn 
=e Owmrmn A. THOMAS R. D. NortTHRopP 








SUBSORIPTION RATES 
The subscription price of the Boor anp SHow Rwcorper is $3.00 for one year in advance, which 
ingen — the United States, its ions, Canada, Mexico, - and its colonies 
and South America (excepting Venezuela and the Guianas which is $6.) 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
subscriptions are payable in advance. Single copies 25 cen 
When writing bout 


h ive us the as well as ‘the new address, 
sbout changes of naarean, Pletse give ue change is desired. 


Entered as second-class matter Sept. 19, a A ae eh Oe 6 ee ee under the Act of 
Member of the Audit Bureau of Circulations 
Member, ‘Associated Business Papers; Inc. 
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A buying guide to 


Alden, C. H., Abington, Mass. 
Ault-Williamson Shoe Co., Auburn, 


Baker, Geo. W., Shoe Co., Brooklyn, N. Y. 
—— Slipper Co., Inc., Brooklyn, 
106 


Pia Shoe Co., New York City 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 1 


Brooks Shoe Mfg. 
Burdett Shoe Co., Lynn, Mass. 


Central Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
Mass. 3 


Craddock Terry Co., Lynchburg, Va... ..82-83 
Cushman-Hollis Co., Auburn, Me. 


Dingley-Foss Shoe Co., Auburn, Me 
Duane Shoe Co., New York City 


Elam, F. S. Shoe Co., Rochester, N. Y... 105 
Fair Sex Shoe Co., Lynn, Mass. 


Goodyear, I. R., Glove Mfg. Co. 
Greeley, A. W., Co., Haverhill, 


as Brown Shoe Co., St. Louis, 


Harrison Shoe Co., Boston, Mass 
Haseltine, Ernest D., Co.,. Newburyport, 
Mass. 


Hebert Shoe Co., Stoneham, Mass 
Hooley, W. F., Shoe Co., Lynn, Mass..... 
Huckins & Temple Co., Milford, Mass.... 


Ideal aby Shoe Co., Danvers, Mass. 


Jellerson Rafter Co., Norway, Me 
Johansen Bros. Shoe Co., St. Louis, Mo... 
Juvenile Shoe Corp., Aurora, Mo 


Keith, Geo. E., Co., Brockton; Mass 
King, Mrs. A. R., Inc., Phila., Pa 


Lape & Adler Shoe Co., Columbus, Ohio. . 
Lax & Howitz, Brooklyn, N. Y. 

Leavitt, Geo. B., Co., Farmington, N. H.. 
Lilly, Henry, New York City 

Lyons & Company, New York City 


Marathon Shoe Co., Warsaw, 

Mayer, F., Shoe Co., Milwaukee, Wis..... 

Menihan Co., Rochester, N. Y. 

Merchants Shoe Co., Boston 

Metropolitan Slipper Co., New York City. .107 

Moore Shoe Mfg. Co., St. Louis, Mo. 
2nd Cover 

Nettleton, A. E., Syracuse, N. Y 

Novelty Slipper Co., New York City 


Packard, M. A., Co., Brockton, Mass.. .48-106 


Paristyle Footwear Mfg. Co., Inc., Brook- 
MEE EA. obo baadcavas cedbocdeciaveve 106 


Plant, Thomas G., Co., Boston 
Premier Shoe Co., Brooklyn, N. Y¥ 
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Next Week 


you will find 


in the 
Boot and Shoe 


Recorder 








She bought the first pair fitted 
—and the salesman passed out 
completely 


HIS year will be the outstand- 
ing men’s shoe year—if plans 
story next 


come true—complete 


week. 


HERE the chiropodist stands. 

Read what an expert says, that 
“95 per cent of all shoe defects are 
caused by improper feet.” 













"VAMPIRE ’ 
_ BLACK BOTTOM: 










And Back of This Whole Wonderful 
Rush to Rogers “Lucky Shoes” 


Literally custom-made to stand foremost in their price 

group, the brilliant new Rogers Brothers shoes for Spring 

are recognized and acclaimed, as every inch the leaders they 7 : 
were meant to be. q All Materials 


aha) 







Beauty itself talks for Rogers modes. The elegance of 
their superb cut and their graceful lines can say more about q Samples Forwarded on 









fit and beauty than anybody, ever so gifted, could put into 

words. Request 

Shoes of irresistible appeal, for they offer greater styles, 

greater quality and greater value—see these shoes and you'll q In Stock for Immedi- 

thoroughly understand the good and plentiful reasons . + 
ate Delivery 





why merchants all over the land are placing such a hearty 


O.K. on ROGERS BROTHERS “LUCKY SHOES” FOR 
1927. 















135 Bush St. 
San Francisco 
California 
Distributors 


59 Lincoln St. 
Boston 
Mass. 
Manufacturers 











